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Portrait of Augustus Van Cortlandt, memo- 
rial to great-great-great-great grandson 
namesake who was killed in World War Il 





NE day while General Washington 
was driving a sulky through the 
rain, a little girl spied the great man. . . 
“His uniform was covered by a greatcoat 
and his powdered hair was protected by 
a bandanna handkerchief bound around 
his head under his cocked hat.” Evident- 
ly, the General was anxious to avoid 
meeting the Van Cortlandt ladies that 
evening with a water-soaked uniform 
and a face streaked with powder. 
Washington’s destination 
was the home of the distin- 
guished Van Cortlandt fam- 
ily. The house, built in 1748 
by Frederick Van Cortlandt, 
is still standing today within 
New York City’s limits in a 
park bearing its name. Orig- 
inally, however, it was a country estate 
—or bouwerie, as the Dutch termed it— 


a long journey distant from the city. 





City records buried with this chest 
escaped detection by British 


Van Cortlandt House 


With no towns nearby, 
the Van Cortlandt estab- 
lishment, like a southern 
plantation, had to be 
wholly self-sufficient, 
producing all food for 
the family and numerous 
servants. To provide 
clothing, sheep were 
raised ‘and flax was 
grown, while masons and woodworkers 
were employed for con- 
struction and upkeep. 
When war broke out, 
sharply divided neighbor- 
hood allegiance led to many 
skirmishes: on this once 
peaceful estate. Moreover, 
both armies made repeated 
forays there and for a time the house was 
General Howe’s headquarters. Later, to 


mislead the British into believing the 


One of eight oo 
John Goddard, note 


Louwerte tr the Bronx 









Americans were still 





nearby, a fire was kin- 
dled on Vault Hill, the 
family burial ground. 
The Van Cortlandt 
the 
house until its purchase 
by New York City in 
1889. Through the gen- 
erosity of the Society of 
Colonial Dames of the State of New 
York, an average of 50,000 people annu 


family occupied 


secretaries by 
cabinet maker 


ally visit this 200-year-old bouwerie in 
New York City’s Bronx County. 

The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


« THE HOME ~ 


NEW YORK 
AUTOMOBILE © MARINE INSURANCE 
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A Bank Is Known... 


... by the correspondents it keeps. Over 
371 banks in all sections of this country 
have been Central Hanover correspondents 


for more than half a century. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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In Chicage 


You are cordially invited to use The First National 
Bank of Chicago as your correspondent. To serve you, 
and to insure prompt attention in all correspondent 
bank relationships, there is an experienced group of 
officers which devotes its entire time to this work. 


Epwarp E. Brown, Chairman 
James B. Forcan BentLey G. McCioup 


Vice-Chairman President 


BANK AND BANKERS DIVISION OFFICERS 


Joun J. ANTON Vice-President 
Tuomas J. Nucent Vice-President 
Haro.tp W. Lewis Vice-President 
Me vin H. Tues Asst. Vice-President 
Verne L. BarTLING Asst. Vice-President 
Cuares F, NEWHALL Assistant Cashier 
EpwarD DECKER Assistant Cashier 
Victor C. von MEDING Assistant Cashier 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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repared by LAWRENCE 


...tO help inform the businessman 


who needs to borrow 


beyond his open line of credit 





This new FREE BOOK can increase your opportunities 
to make safe, profitable loans through warehouse 
receipts issued by America’s largest, strongest and 
most experienced field warehouse organization. 
Write us for extra copies without charge for 


distribution to your clients. 


| AWRENCE W AREHOUSE (OMPANY 


NATIONWIDE FIELD WAREHOUSING 


DIVISION OFFICES: 
SAN FRANCISCO I1, CALIF. CHICAGO 2, ILL. NEW YORK 5, N.Y. 
37 Drumm Street I N. LaSalle Street 72 Wall Street 


Los Angeles © Boston * Philadelphia ¢ Pittsburgh ¢* Buffalo © Cleveland * Cincinnati 

Kansas City © St.Louis © Atlanta © Charlotte © Jacksonville © New Orleans * Houston 

Dallas * Denver * Phoenix © Seattle * Portland * Stockton * Fresno * Washington, D.C. 
Manila, P. |. 
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kind of 
S start 


mimic 
does 


your 
child 
deserve? 


... the best, naturally, and that starts with the best possible education. 


For today education is essential to any life—whether you want 
to run a farm, operate a factory, sell merchandise, or join a 
profession. Good education is essential to our nation too—figures 
show that no country with a low standard of education can take a 
top place among nations in wealth and economic prosperity. 

Your child is supposed to have every chance for a good. education. 
But has he? Here are the facts: 

Hundreds of thousands of teachers have left the teaching pro- 
fession in recent years. Two million school-age children are not in 
school. About one hundred thousand teachers hold only “Emer- 
gency” (sub-standard) teaching permits. Classrooms are over- 
crowded, equipment and textbooks outmoded in many cases. So 


qtacnens Me, 


your child—unless he’s unusually lucky—can’t get the sum total of 
education that he’s entitled to. 


YOU MUST HELP! 


There are ways to save this situation before it is too late. First: 
Check up on educational conditions in your local schools. Second: 
Back up and work with organizations seeking to improve teachers’ 
working and living conditions. 

Remember—without the active help of every citizen, the great 
free educational system which has brought America to its place 


among nations today cannot continue to serve our children as 
it should. 


CHICAGO +>NEW YORK=s SAN FRANCISCO * WASHINGTON 


* 
af yj Sponsored by RAND MSNALLY & COMPANY 
nares 


in cooperation with the Advertising Council, on behalf of the national effort to improve our schools. 
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can profit by the seven basic services of this 


National Multiple-Duty Accounting Machine! 


In a small bank, one National Multiple-Duty Accounting Machine can post the depositors’ 
accounts, post the loan and discount record, post whatever type of mortgage record used, post 
the trust ledger, post the general ledger, make the daily statement of business, and write the 
payroll checks and records—changing from one of these jobs to another in a matter of seconds. 
For its removable form-bars simply lift off, and snap on—no screws, catches, or fittings to 
fuss with. 

In a larger bank, separate National Multiple-Duty Accounting Machines may be 
assigned to handle one, or more, of these specific jobs. The functional flexibility of these 
National Multiple-Duty Accounting Machines permits them to handle any shifting 
overloads promptly as they occur, and they are kept busy every hour of the 
banking day. 

National Multiple-Duty Accounting Machines speed production and 
reduce errors—as do any of the many other National machines and sys- 
tems expressly designed for bank work. Call your local National repre- 
sentative. Or, write to The National Cash Register Company, Dayton 9, 

Ohio. Sales and Service Offices in over 400 cities. 


THE NATIONAL CASH REGISTER COMPANY 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


With the increase in the percentage of working cap- 
ital in inventory, some of your customers may need 
accommodation in excess of your open-line limits. 
Our Field Warehouse Service . . . demonstrably the 
most complete and economical available . . . enables 
you to make safe Warehouse Receipt Loans against 
raw materials or finished articles stored right on 
your customer’s own premises. 


* 


OPERATING OFFICES 





Royal Bidg., Albany 1, Ga. - Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, Mass. 
Rand Bidg., Buffalo 3, N. Y. + Liberty Life Bldg., Charlotte 2, N. C. + 120 So. LaSalle St., 
Chicago 3, Ill. + 1314 Wood St., Dallas 1, Texas * National Bank Bidg., Detroit, Mich. 
Roosevelt Bidg., Indianapolis, Ind. * 121 W. Forsyth St., Jacksonville 2, Fla. + First 
Natl. Bank Bldg., Memphis 3, Tenn. * 16 South Broad St., Philadelphia 2, Pa. * Key- 
stone Bidg., Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. * 222 Spring St., 


Shreveport 69, La. « Hills Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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Here Is A Plan Which Maintains 
The Most Useful Board Of Directors 


The policy of maintaining a useful board is here explained by the 
president of a medium-sized bank in a capital city of one of our 
states. Because of the nature of the plan, it seems wise not to men- 
tion the name of the city, the name of the bank, or the name of the 


president. 


BOARD of directors may mere- 

ly pass on the recommenda- 
tions of the officers or it may 
provide much valuable advice and 
original thinking. It seems to me 
that the most useful board of direc- 
tors is the one which is made up of 
men who have had a wide variety 
of experience and a number of 
years’ experience in businesses of 
different types. Each man, of course, 
should have certain characteristics 
which make him the type of man 
who will volunteer suggestions and 
helps to the board and to the officers 
of the bank. 


Twelve Personal Characteristics 
Needed 


From the experience I have had 
in maintaining a useful board of 
directors over a period of years, I 
should say that each member should 
have all of the following character- 
istics. 

1. He should certainly have good 
business judgment. His ability to 
provide good judgment is best indi- 
cated by the success he has made of 
his own business. 

2. He should have some legal 
knowledge. Not all of the board 
need be lawyers, but they should 
have had experience with legal 
terms and legal principles in con- 
nection with their own business. 

3. He should have a general un- 
derstanding of corporate financing, 
for most of the bank’s big loans are 
made to corporations. He need not 
know all of the technicalities of this 
type of loan but he should under- 
stand the principles back of it. 

4. Certainly every director should 


By THE PRESIDENT 


Of A Medium-Sized Bank 


Qualities Desired In A 
Bank Director 


1. Good business judgment. 

2. Some legal knowledge. 

3. An understanding of cor- 
porate financing. 

4. A spirit of progressiveness. 

5. An understanding of bal- 


ance sheet items and their rela- 
tive significance. 

6. Some knowledge of bonds 
and bond financing. 


7. A wide acquaintance in the 
bank's territory. 


8. Experience in the manage- 
ment of others. 


9. Outstanding business abil- 
ity as shown by his own business 
success. 


10. A specific interest in the 
sound development of the local 
community. 


11. A wide variety of interests. 


12. An active participant in 
several local organizations. 





have a spirit of progressiveness. If 
he is too old, he may have lost that 
spirit; if he is too young, he may 
have too much of it. Therefore, a 
man seasoned in business, yet pro- 
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gressive in spirit is likely to be the 
one who will be most useful to 
the growth and usefulness of the 
bank. 

5. Every director should have an 
understanding of balance sheet 
items and their relative significance. 
It is true that he may learn after he 
joins the board, but it surely is much 
more helpful if he has the knowl- 
edge before he is elected by the 
stockholders. 

6. He should have some knowl- 
edge of bonds and bond financing. 
It is best here, too, if this knowl- 
edge has come from his own per- 
sonal experience in issuing or buy- 
ing bonds. He need not know all of 
the details of setting up a bond 
issue, but he should understand 
those details when they are printed. 

7. He should have a wide ac- 
quaintance in the bank’s territory. 
This makes him more useful in pass- 
ing on loans and in helping officers 
to secure new business. A man 
might have the other attributes and 
still be new in the community, but 
my experience would indicate that 
he would not be as useful as a man 
with wide acquaintance. 

8. He should have experience in 
the management of others. Not that 
it is the director’s job to manage 
either the officers or the employees 
of the bank but, if he has experi- 
ence in managing others, he will 
better understand the work of the 
officers in managing the employees 
of the institution. 

9. He should have business ability 
as shown by his own business suc- 
cess. This term, “business ability” 
is a broad term, of course, but it is 
one way of explaining the ability 











Knowledge 
1. Legal 
2. Accounting 
3. Credits 





Specialized Knowledge Which Is Needed In A 
Board Of Directors 
Men Who Are Likely To Have This Knowledge 
Attorney—judge—tax expert 
C.P.A.—treasurer of a local firm 


Manager of credit bureau—credit manager of 


local firm—successful farmer—successful 
businessman 


4. Administration & 
Management 


President of the most successful local firm— 
Owner of a business which combines sev- 


eral activities. 


5. Selling 


Sales manager of a large business—aggres- 


sive retail merchant—insurance man—the 
most popular local businessman—a man 
active in several popular local organizations 


6. Financing 


Treasurer of a large firm—executive of a firm 


representing the most prevalent local in- 


dustry 


7. Investments 





Investment specialist 








to pass on the business activities of 
others because of his own business 
success. 

10. He should have a specific in- 
terest in the development of the 
local community. In my experience, 
community development is very 
closely tied up with banking. Per- 
haps it should be said the other 
way: Banking is very closely tied 
up with community development. 
Whenever a new industry comes 
into our city, the bank wants to 
know all about it. The bank wants 
to have the deposit account. It wants 
to make loans to this new industry, 
and so the more the directors in- 
terest themselves in the develop- 
ment of the community, the more 
likely the bank is to have their aid 
in learning about the new business 
and in making contacts with its of- 
ficers. 


Each Director Should Have A Wide 
Variety Of Interests 


11. A bank director should have 
a wide variety of interests. If he is 
interested only in one line of busi- 
ness—his own—he is quite likely 
to be restricted in his judgment 
when he passes on loans made to 
other types of business. By the term 
“wide variety of interests” is not 
meant ownership in several types 
of businesses. The term refers to 
the individual’s personal interests 
in addition to his own business. 
Those personal interests may be 
connected with business or they 


may be religious, educational, rec- 
reational, or scientific. The more a 
director knows about many things, 
the more flexible is his understand- 
ing and the more useful is his judg- 
meni. 

12. He should be an active par- 
ticipant in several local organiza- 
tions. If he is a member of the Lions 
Club, a member of the local school 
board, chairman of the Red Cross 
Committee and active in several 
other organizations, he knows more 
people. He knows more about what 
is going on in the community. He is 
more likely to discover opportu- 
nities for new loans for the bank. 
He is more likely to be of help in 
getting new deposit accounts and, 
perhaps, in getting new employees 
for the bank. 

It may appear that it is difficult 
to find men with all these charac- 
teristics. I will admit that it is not 
easy, but it is not so difficult that 
a board of directors cannot be 
made up of men of that type. Cer- 
tainly the effort should be to get 
men with those characteristics. 


Each Member Should Have Some 
Special Knowledge 


It is, of course, self-evident that 
each member of the board, in addi- 
tion to having these characteristics, 
will probably have one or another 
of them more highly developed than 
the other members. Or, he may have 
special knowledge which will make 
him unusually useful to the board. 


For example, I try always to have 
someone on our board with special 
legal knowledge, such as an at- 
torney, a judge or a tax expert. As 
a matter of fact, if I could have all 
three of those at one time, I would 
consider it an advantage. 

I also try to have someone on the 
board who has special accounting 
experience, such as a certified pub- 
lic accountant or a treasurer of a 
local firm. 

I try also to have one member 
with special knowledge of local 
credits, such as the manager of a 
credit bureau, or the credit man- 
ager of a local firm. 

I try also to have at least one 
member who has had special expe- 
rience in administration and man- 
agement work, At the present time, 
the president of one of our most 
successful local firms is the mem- 
ber with that special knowledge 
and experience. 

Sales ability is also valuable, in 
a board of directors. We have the 
sales manager of a large local firm 
on our board and he provides much 
of the aggressive spirit which our 
entire board needs and transmits 
that aggressive spirit to our offi- 
cers. When we have a special cam- 
paign for securing new depositors 
or new loans, he is most helpful. 
On the other hand, when we are 
discussing proposed loans which 
may be objected to slightly by some 
ultra-conservative member of the 
board he provides enthusiasm which 
counteracts unwarranted hesitancy 
on the part of other members, if the 
loan appears to be a good business 
risk. 


Directors Make Suggestions Of 
Benefit To Both Bank And Borrower 


I like to have one member of the 
board specially informed on financ- 
ing of all types. The board member 
who classifies under that heading 
now is the treasurer of one of our 
largest firms which is representa- 
tive of the most prevalent local in- 
dustry. While some of our borrow- 
ers are direct competitors of his 
firm, he is the type of man who does 
not let this color his judgment in 
any way. He is just as ready to urge 
a loan to a competing firm as to one 
that is not competitive. 

He understands the various ways 
of financing to such an extent that 
he often suggests a better way to 
finance the local industry than the 
one proposed by the borrower him- 
self or by one of our loan officers. 

For example, one of our borrow- 
ers asked to borrow at a time when 
he had a very heavy inventory of 
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certain raw materials. The sugges- 
tion of the loan officer was that the 
loan be made on the basis of an 
open line credit. This member of 
the board, knowing both the busi- 
ness of the borrower and something 
about his present inventory, sug- 
gested that the loan might be bet- 
ter for the bank and less expensive 
to the borrower if he were to sell 
some of that raw material which 
was almost sure to decline in price 
before he was able to use it him- 
self. This suggestion was followed 
and both the borrower and the 
board of directors felt much better 
about the loan. 

Certainly a bank ought to have 
at least one member of the board 
who is very familiar with bond 
investments. It probably would be 
better if two or three members un- 
derstood bonds well, It happens that 
four of our members are very famil- 
iar with all types of bonds. One is 
an investment. specialist, another is 
our own bond officer in the bank. 
The third one is quite a heavy in- 
vestor in bonds and so has a per- 
sonal interest in bond prices and 
trends. The fourth one is an attor- 
ney who has set up a number of 
bond issues and so is familiar 
with that phase. 


I think it is easy to see that the 
seven types of specialties are par- 
ticularly applicable to the work of 
the board of directors. The seven 
types I have mentioned are: legal, 
accounting, credits, administration 
and management, selling, financing, 
and investments. 

Searcely a subject comes up in 
any meeting but we have a man 
of experience to give us the advice 
or information on that subject. 


How The Right Men Are Elected 
To The Board 


In order that our board may be 
made up of the type of men I have 
been describing, I constantly keep 
my eyes open for prospective new 
members who would meet a need. 
Of course I can’t appoint a director, 
neither can I control his election, 
because I do not own enough stock. 
When I find the kind of man who 
will be especially helpful, it is easy 
to talk about him to enough of the 
prominent stockholders to line up 
enough votes to assure his election 
at the stockholders’ meeting. 

We do not elect a new director 
every year, but there are periodical 
occasions when a director resigns 
for one reason or another and, in 
the past five years, we have had 
two directors die. So, I feel it is 
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important to keep these possibilities 
in mind and always be ready with 
a suggestion for a new director 
when he is needed. 

All that I have said has been 
based entirely upon my personal 
experience since I came to this bank 
many years ago as its president. The 
success of the bank would appear 
to justify the characteristics in the 
directors which I have mentioned. 
The bank is three times as large 
now as it was when I came here and 
it has consistently paid 8% divi- 
dends during the past 10 years. 

Our board is aggressive enough 
to make plenty of loans, yet suffi- 
ciently informed to avoid loans 
which would result in loss. Our 
losses on loans have been less than 
one-fourth of one ‘per cent during 
the past ten years. 


Deposit Tickets Improved 


The use of proper printed forms 
is one which should be fully ex- 
plored. The smaller bank obviously 
cannot afford to purchase some of 
the multiple copy forms which the 
volume of larger banks makes pos- 
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sible. However, there are a number 
of companies specializing in stand- 
ard bank forms who have forms 
suitable for banks of all sizes. As an 
illustration of how a simple form 
can be improved, I should like to 
call attention to the deposit ticket. 





The standard deposit ticket has the 
name of the depositor at the top 
and space for the total of the de- 
posit at the bottom. This makes it 
necessary for the bookkeeper to 
look first at the top to determine 
which account is to be posted and 
then at the bottom of the form to 
determine what amount is to be 
posted. I heard the other day that 
several banks have taken a step 
toward solving this problem by 
placing the space for the name of 
the account directly under the total 
space, thus making it possible for 
the bookkeeper to pick up both the 
name and the amount at one glance. 
—Forde Steele. 


A Most Complete Statement 
To The Board Of Directors 


The Illinois Bankers Association 
has compiled and published what 
appears to be a most complete re- 
port of a bank’s activities and Bank- 
ers Monthly recommends that any- 
one interested in improving the re- 
port to directors send for a copy to: 
Illinois Bankers Association, 105 
West Monroe St., Chicago, Illinois. 

This blank report provides spaces 
for information on the following 
subjects: 

Comparative State of Operations 

Income 

Interest Paid and Expenses 

Analysis of Undivided Profits 

Analysis of Reserve Accounts 

Earnings and Expense Ratios 

Comparative Statement of Con- 

dition 

Classification of Loans 

Classification of Bonds and 

Securities 

Classification of Deposits 

Classification of Accounts 

Government Bond Maturity 

Analysis 


We Read Bankers 
Monthly Diligently 

We read your Bankers Monthly 
diligently and there are a number 
of plans you have published which 
we have used to advantage. 

Most of our employees are mem- 
bers of the local chapter of the 
American Institute of Banking and 
this educational feature has helped 
materially in informing the new 
help on various ramifications of the 
banking business. 

We have just lately installed an 
International Business Machine 
which assists greatly in reducing 
overtime and proving the batches.— 
W. A. Koch, president, Citizens 
State Bank, Wausau, Wis. 








Economies In Cost And Less Waste 






With This System Of Stock Control 


Orders are placed at times and in quantities which result in the 
lowest costs. Proper storage and systematic dispensing avoid 
wastage and spoilage. 


HE expenditure for stationery, 

printing, and equipment has 
steadily increased to a point that 
warrants serious consideration. 
Scarcity of materials and constantly 
increasing labor costs have tended 
to keep prices of these articles on a 
continuous upgrade. However, if 
goods are bought only when need- 
ed, and in most advantageous quan- 
tities, and then are kept in such 
shape as to avoid wastage or spoil- 
age, definite economies can be real- 
ized, 

We have a system designed to 
meet these ends which provides for 
an exact inventory control of all 
stock, We use a visible card system 
for a perpetual inventory. (Exhibit 
A). It bears a description of the 
item and the form number, if there 
is one. After the form has been in 
use for a sufficient time, we com- 
pute the quantity of the item used 
each month. 
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By G. J. RUHLMAN 


Ass't Vice President, The Hibernia 


National Bank, New Orleans, La. 


As each shipment of stock is re- 
ceived, entry is made on the card 
showing date, quantity, and from 
whom purchased. Then, as the stock 
is distributed to the various depart- 
ments, this distribution is - noted, 
and the record of the quantity on 
hand thereby decreased. The stock 
clerk watches usage, and when the 
supply has been’reduced to a point 
where it is necessary to re-order, 
he makes his report to the purchas- 
ing agent. In doing this, caution is 
used to assure a proper interval of 
time for delivery. 

Next in importance is the Report 
for Ordering (Exhibit B). The plan 
followed in our institution is to 
have all orders pass through the 





Exhibit A. Filing method used for supply inventory cards described in this article. 
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auditing department. All orders for 
printing, stationery and supplies, 
and equipment must have the ap- 
proval of the auditing department 
before the purchase is made. 

Our Report for Ordering is a four- 
part form. When it is filled out by 
the stock clerk, he immediately 
sends one copy to the purchasing 
agent, and this copy eventually be- 
comes the formal purchase order to 
the supplier. The first and second 
copies are sent to the auditing de- 
partment with a sample of the 
article to be ordered, when possible. 

The auditing department then 
makes an investigation into the use 


Seven Elements In This 
System Of Stock Control 


1. Goods are bought 
when needed. 


only 


2. Supplies are purchased in 
such quantities as to get the best 
prices. 


3. The storage system avoids 
waste in the stock room. 


4. The system of dispensing 
(not more than a 30-day supply) 
avoids wastage in the depart- 
ment where the supplies are 
used. 


5. Aperpetual inventory shows 
when to re-order, for it reveals 
how fast each item is used. 


6. Continuous contact with sup- 
pliers enables the purchasing 
agent to know how much time 
to allow for delivery. 


7. All orders pass through the 
auditing department so that any 
changes necessitated by changes 
in operating technique may be 
made. 
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Stand to hold record card trays. 


of the form to ascertain whether 
there are any changes to be made; 
how the form adapts itself to the 
efficient operation of the depart- 
ment directly involved, and to the 
overall accounting procedure of the 
bank as a whole; and also to deter- 
mine how it fits in with other forms 
in use in the bank, and forms in- 
tended for use for the same or sim- 
ilar work. 

When this investigation is com- 
pleted, one copy of the order form 
is approved and passed on to the 
purchasing agent, the other copy 
being filed after date of approval 
has been noted. 

When the purchasing agent re- 
ceives the approved copy from the 
auditing department, he fills out 
his copy as the “Purchase Order” 
for the goods. He then notes on the 
copy he received from the Audit- 
ing Department the quantity of 
goods ordered, from whom, and the 
date, and this copy is returned to 
the stock clerk to be used as a check 
on delivery. 

When goods are received, the 
stock clerk compares the copy he 
received from the purchasing agent 
with his own and passes it on to the 
person whose duty it is to check all 
invoices and bills before they are 
paid, As invoices for each order are 
received, prices are compared with 
previous orders, and any appre- 
ciable difference in cost is reported 
to the purchasing agent. 

Space is provided in our stock 
room so that all stock can be kept 
clean and readily accessible. Stock 
is apportioned to various users in 
quantities nét larger than a 30- 
days’ supply at one time, so that a 
definite control of inventory is pos- 
sible in the stock room. Requisition 
forms are used by the various de- 
partments to order supplies (Ex- 
hibit C). 
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= Report for Ordering 
0 
OFFICE COPY Date. __ N= 14188 
Form No. Description _ 
Last Received Quantity On hand__ Use per Mo. 
Ordered from__ . — Order No. = “ 
Size__ = Substance Stock__ . Cut No. 
Special Instructions: ” ‘ i . — 4 
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Ordered — <— = — Quantity__ e 








Exhibit B. All orders pass through the auditing department for approval before the order 
is placed. 
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Exhibit C. The form used to requisition supplies from the stock room. 


You May Have Customers Who Need New Capital 


New capital is the lifeblood of business. Few corporations 
have large enough profit today to provide all the needed funds 
for the modernization of their physical equipment and machin- 
ery. Yet they must replace obsolete machines and methods in 
order to meet competition and stay in business. 
























Two Farm Loan Programs 


‘Benefit Both Farmer And Bank 





The principles outlined by these two loan officers may 
be used to advantage in any bank with farmer customers. 


E HAVE handled pure bred 
livestock loans similar to our 
other farm loans, For instance, all 
loans for the purchase of pure bred 
breeding cattle, dairy cattle, farm 
machinery, etc., have been author- 
ized in such a way that they are 
paid off within two to three years. 
We think a loan that normally 
takes three years to liquidate can 
now be liquidated in two years. 
Most of these loans are set up for a 
year with renewal privileges on a 
balance agreed upon. With a three- 
year loan, two-thirds is renewable. 
Cn a two-year loan, one-half is re- 
newable. We have made a few G. I. 
loans for similar purposes and have 
gone as high as five years on a few 
of them. 
e When our loans are made for cur- 
rent operating expense, feed, or re- 





Seven Points In These Farm 
Loan Programs 


1. Livestock loans for breeding 
stock are set up for a year with 
renewal privilege. 


2. On a loan that requires 
three years to pay, two-thirds is 
renewable at the end of one 
year. 


3. On a two-year loan, one- 
half is renewable at the end of 
one year. 


4. Loans for current operating 
expenses are liquidated within 
the crop year. 


5. Loans are made to 4H 
members with parents as guar- 
antors. 


6. Feeder loans may be repaid 
within four months. 


7. Chattel mortgages secure 
those loans made to farmers 
whose credit statement does not 
justify an open line credit. 
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By ROY E. YOUNG 


Farm Manager, The Citizens National Bank 
of Decatur, Illinois 


and 
B. GRALIKER 


Cashier, The Millikin National Bank 
of Decatur, Illinois . 


curring charges for other similar 
purposes we expect them to be 
liquidated within the crop year; in 
other words, when the grain or live- 
stock is sold. i 

I have tried to set up our loan 
program so it is practical for both 
the farmer and the bank.—Roy E. 
Young. 

—0-— 


Loans To 4-H Members 


We have, from time to time, made 
livestock loans to members of the 
4-H Clubs for purchases of calves 
for foundation stock, and in most 
cases, the 4-H Club members were 
minors and the extension of credit 
for such livestock was upon the 
guarantee of parents. All loans of 
this nature have worked out most 
satisfactorily and were beneficial 
both to the bank and to the bor- 
rower, and in general, to the farm 
community. 





We have also made other types 
of livestock loans for cattle feeding. 
Within the past four months, we 
made one loan in the amount of 
$150,000 to a cattle feeder in an 
adjoining county, which has now 
been liquidated in full. It -was 
secured by a chattel mortgage on 
the feeder cattle and also corn that 
was fed to them. 

Of course, where a cattle feeder 
has unencumbered farm land and 


_ his financial statement warrants a 


line of credit for six months to a 
year or longer, we do not exact a 
chattel mortgage. 

On a similar basis, we also make 
loans for hog feeding. All of our 
livestock loans have liquidated in 
a most satisfactory manner. 

The methods used 25 years ago 
were entirely different. In. those 
days, a farm chattel mortgage was 
virtually unknown, and, if at that 
time, such chattel mortgage went 
on record, the consensus of the farm 
community was, “Well, that is the 
end of so and so.” 

However, since the advent of con- 
sumer installment buying, this at- 
titude has entirely changed and the 
filing of chattel mortgages is an 
every day occurrence which is done 
without any reflection on the bor- 
rower. In fact, it is definitely good 
sound business.—B. Graliker. 


Loans to 4-H Club members for the purchase of pigs and calves are 


always paid as agreed. 
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| CHICKEN PAPER 


Built a New Industry in Pekin, Ind. 


AND WE’VE NEVER LOST A CENT... 





" a oon ne ne ee Pee en "7. ," 
INA SERIES OF FARM COMMUNITY BUILDER STORIES Ses 





Grower Bodine Martin, center, and 
one of his present broiler houses. 


.. Working with the Purina Dealer! 
Says BANKER HERBERT H. BAKER 


Ten years ago there was no 
broiler industry in Pekin, Ind. 
In 1947, 75 broiler growers ac- 
counted for more than $2,000,- 
000 of agricultural income. 

This new industry isan achieve- 
ment of co-operative effort by 
Herbert H. Baker, cashier of The 
Citizens Bank of Pekin, and 
Purina Dealers O. L. and Murray 
Cauble, father and son, owners 
of Cauble’s Hatchery. 

Through the years, nearly $10,- 
000,000 of “chicken paper” has 
revolved around this combina- 
tion (as the industry grew it 
became necessaty to share the 
financing with other banks). 

Besides building a huge new 
industry for Pekin (Pop. 434), 
Banker Baker has been able to 
report to his directors, “Work- 
ing with our local Purina Dealer 
has been a good income-produc- 
ing factor—and we've never had 
a cent of loss!” 














































Banker Baker, center, and O. L. Cauble, left, and 
Murray Cauble, right, of Cauble’s Hatchery. 









THE PURINA DEALER IS A MAN 
YOU SHOULD KNOW 


Rural bankers in many other communities. are 
finding their Purina Dealer a good man to 
know. He and his employees contact farmers 
day in and day out. They know when the farmer 
needs banking service, they know when the 
banker has a good risk and a bad risk. Have 
you ever discussed your services with the Purina 
Dealer? Make it a point to do it soon. Working 
together . .. Banker and Dealer . . . you can 
build your agricultural community. 


RALSTON PURINA COMPANY 
Headquarters, St. Lovis 2, Mo. 












How To Get Enthusiastic Support 


For Any New Program 


The helpful information here is drawn from the wide experi- 
ence of the author in holding purposeful group meetings of 
many types. It is applicable to situations which develop in 


SELLING conference will help 
to get enthusiastic support for 
any new program. The selling con- 
ference in a bank occurs under two 
circumstances: Perhaps the most 
common is a situation where the 
top executive calls together his sub- 
ordinates and “sells” them the pro- 
gram or policy he has previously 
decided upon. The purpose served 
by this type of conference is not so 
much to make sure that the men 
can understand what is required 
but that they leave the room feeling 
that the new program is their own 
idea, 

Second, is a situation where a 
subordinate is called in to a group 
of higher executives in order to give 
them certain specialized informa- 
tion. This affords him a chance to 
sell this executive group a first- 
hand proposal which he may have 
in mind. 

In this type of conference, the 
chairman introduces the general 
subject, and the group members all 
take part in discussion. After asking 
a question or two to open discussion, 
the conference leader waits - for 
some response and then asks careful 
follow-up questions to lead discus- 
sion the way he wants it to go. This 
should not be done in any obvious 
manner, but skillfully, so that mem- 
bers of the group do not become 
aware of any bias on the part of 
the conference leader. 


The Chairman Follows A Simple 
Technique 


The job of the conference leader 
in the selling conference is to open 
a subject for discussion and guide 
the discussion and thinking of the 
group in such a way that, of their 
own free will, all will come to the 
predetermined conclusion which the 
conference leader has set for him- 
self as the objective of the meet- 
ing. 

The technique is to open discus- 
sion and wait for a number of re- 
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banks more often today than in previous years. 





By EDMUND MOTTERSHEAD 


Author of the New Dartnell Series 
on Public Speaking, Chicago, III. 


sponses. Then the leader picks out 
one of the responses which most 
nearly follows the line of thought 
which he favors. Then he uses a 
follow-up question to develop that 
line of thought further. He waits 
for a few responses; selects the next 








Previous Articles On This 
Subject Of Meetings 


How A Good Chairman Han- 
dles Departmental Or Other 
Meetings, October, 1947; page 
478. 


Three Types Of Useful Bank 
Meetings And How To Conduct 








Them, November, 1947; page 
552. 
response which is going in the 


“right direction” and asks another 
follow-up question. 
By repeating this process, he not 














































Conference leadership should stimulate individual thinking. 





only allows members of the group 
to express divergent ideas, and 
thus avoids any feeling that he is 
dominating discussion by bottling it 
up but, at the same time, he is draw- 
ing from the group the ideas and 
facts which he wants to support 
his objectives. 

He must avoid, at all costs, estab- 
lishing any pattern of picking out 
the response he is going to use as a 
foothold for a follow-up question. 
Sometimes, that response may be 
the first one. Sometimes, it may be 
the last of several responses. He 
tries to vary his tactics in such a 
way that it is not too obvious as to 
the type of response desired. 

The group expects that a chair- 
man will be impartial in his atti- 
tude and simply serve as a moder- 
ator of discussion to assist the group 
to arrive at a decision in an orderly 
fashion. 

Sometimes, it is possible to guide 
discussion under the guise of keep- 
ing order by suggesting that the 
group is wandering from the sub- 
ject or by suggesting politely that 
some too-talkative members allow 
someone else a chance to express 
ideas. 

The conference leader’s prepara- 
tion is in many ways similar to 
preparation for a training confer- 
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AND SURETY 
Life 


AUTO PLAN 


BUILDS COLLATERAL BUSINESS 
IN WASHINGTON 


“We are well pleased with the results obtained so far from our 
participation in the Washington Bank and Agent Auto Plan. 
The number of automobile loans brought to us by insurance 
agents has been encouraging and we are, in addition, consid- 
erably impressed by the collateral business which followed in 
the wake of our granting an automobile loan. Other banking 
services such as mortgage loans, home improvement loans, per- 
sonal loans, etc. have been arranged for borrowers who began 
with an automobile loan. Our new business department is con- 
stantly alerted to the fact that all insurance agents in Wash- 
ington should be advised of the bank’s participation in the 
Washington plan, to stress its open market arrangement on 
insurance on walk-in borrowers with the idea of building up 


collateral business from clients of insurance agents.” 


John A. Reilly, President 

The Second National Bank 
of Washington 

Washington, D. C. 


If you are looking for more volume in auto loans .. . if you 
want to contact above-average prospects for other bank services 

. if you prefer to control your own credit risk selection — 
it will pay you to investigate the Bank and Agent Auto Plan. 
Leading bankers the country over report excellent results and 


community-wide acceptance for this sound, simple, logical plan. 


COMPANY 
Company 


FIKE 


Insurance 


STANDARD INSURANCE COMPANY 


CONNECTICUT 

















Remington Rand Inc. 
Adding-Bookkeeping-Calculating Machines Div, 
Dept BM-3, 315 Fourth Ave, New York 10, N Y 


Yes! Jd like to know how Remington Rand Book- 
keeping Machines increase accounting efficiency. 


Send me “TJoast of the Business World” 

EE ee Ree ee Tae Se 
eke 
Se iE ae STATI 


amr scam ee ee em ER ee Se ND 


—_—o ce ee ee ee eee eee eee ee eee ee eee ee ee oe ee 


qqeementem een ae amend 


a | 


Remington Rand 
BOOKKEEPING MACHINES 


Management efficiency implies effective savings in your accounting 
department, too. Whether your bottleneck is accounts receivable, 
accounts payable, payrolls, or any other important administrative 
application, Remington Rand bookkeeping machines will simplify the 


operation and save you time and money. 


Here are a few reasons why. They’re fast! Automatic balances, 
computed and printed, interchangeable registers, complete electrifica- 
tion and simplicity of operation mean quick results with lower admin- 
istrative costs. These bookkeeping machines prepare two, three or 
more related forms in one operation. For smaller companies, one 
machine can produce accounts receivable, and in a moment or two 


be changed to accounts payable, payrolls, or any other record. 


Ask your local Remington Rand representative to show you how 
these machines will materially increase your accounting efficiency. 


Or write for free booklet “Toast of the Business World”. 


Reminglon Rand 


MACHINES FOR MANAGEMENT 
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The Most Important Purpose Of A Selling Conference 


The purpose served by this type of conference is not so much to make sure that the men can 
understand what is required, but that they leave the room feeling that the new program is 


their own idea. 


ence. Likewise, the normal order 
of events in the conduct of the two 
conferences is similar. The chairman 
will state the subject or the pur- 
pose of the meeting and briefly ex- 
plain. There may be some definition 
of terms, if it is thought necessary, 
for the complete understanding. 


Facts And Experience Must Be 
Drawn From The Group 


Facts and experience and opin- 
ions must be drawn from the group, 
and those which are most desirable 
in reaching a solution must be 
selected and made a part of the 
record, either on the blackboard, 
or by the secretary for the group. 
Through evaluation of the facts 
selected, the group is eventually 
guided to a decision. 

The chairman summarizes the 
conference carefully, pointing out 
exactly what was decided upon, and 
what may be expected to result 
from this meeting. 

The need for rules of procedure 
in this type of conference is limited. 
Group members should talk ordi- 
narily one at a time and be as brief 
as possible. Within reason, they 
should control emotions, especially 
any display of temper or animosity 
toward an individual. 

One element exists in this con- 
ference which does not actually 
exist in a training conference: The 
power of the group to decide. This 
decision is seldom made by an ac- 
tual vote, but by a nodding of heads 
around the table so that the con- 
ference leader gets a consensus of 
opinion in favor of the decision 
which he has previously set as the 
objective of this conference. 


Some Wholesalers Help 
Merchants Make More 


“Tt seems to me your store doesn’t 
look entirely up to date,” remarked 
a banker to a dry goods dealer in 
Indiana. 

“It isn’t up to date, and it’s cost- 
ing me money to be behind the 
times,” said the dealer. 

“Why don’t you modernize?” 
asked the banker. 

“You won’t believe me when I 
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The Technique Of The 
Chairman 


1. The job is to open a subject 
for discussion and guide the dis- 
cussion and thinking of the 
group in such a way that, of their 
own free will, all will come to 
the predetermined conclusion 
which the conference leader has 
set for himself as the objective 
of the meeting. 


2. The chairman introduces the 
general subject, and the group 
members all take part in discus- 


sion. 


3. After asking a question or 
two to open discussion, the con- 
ference leader waits for some 
response and then asks careful 
follow-up questions to lead dis- 
cussion the way he wants it to 
go. 


4. He waits for a few re- 
sponses; selects the response 
which is going in the “right direc- 
tion” and asks another follow-up 
question. 


5. Sometimes, it is possible to 
guide discussion under the guise 
of keeping order by suggesting 
that the group is wandering from 
the subject or by suggesting 
politely that some too-talkative 
members allow someone else a 
chance to express ideas. 


6. Facts and experience and 
opinions must be drawn from the 
group, and those which are most 
desirable in reaching a solution 
must be selected and made a 
part of the record, either on the 
blackboard, or by the secretary 
for the group. 


7. The chairman summarizes 
the conference carefully, point- 
ing out exactly what was de- 
cided upon, and what may be 
expected to result from this meet- 
ing. 


tell you,” said the dealer. “The rea- 
son is this: I could modernize and 
make more money if I could some- 
how get out from under the spell 
of the wholesaler from whom I 
buy.” 

‘What do you mean by the spell?” 
asked the banker. 

“I owe the wholesaler a lot of 
money, and he won’t let me buy 
from anyone else. If I could buy 
from another wholesaler, his ex- 
perts would help me modernize my 
store and would give me advice 
and help every month so that I 
could sell more, make more profit, 
have a smaller inventory, and be 
better off all around.” 

“Tell me all about it,” said the 
banker. 

As a result of. the conversation, 
the banker learned that the mer- 
chant was absolutely right. By lend- 
ing the merchant an amount, which 
his statement showed he was en- 
titled to, the banker was able to 
free him of his obligation to the old 
wholesaler who was giving him no 
business advice or practical help. 

The merchant promptly made an 
arrangement with the other whole- 
saler who modernized his store. The 
result was that his goods were then 
displayed on open counters with the 
prices clearly stated on price cards. 
He carried a smaller inventory, and 
he made more profit. 

However, before he realized this 
fine result, he held a closing-out 
sale in another building. This was 
done while his own store was being 
remodeled. His closing-out sale rid 
him of all of his old stock, and en- 
abled him to repay the bank loan 
before it was due. Then he borrowed 
a little more money to pay for the 
store remodeling, and held an open- 
ing sale that brought him in enough 
cash to pay half of the loan within 
15 days after it was made. 

Discovering, in this way, that 
genuine merchandising help is 
available from wholesalers, the 
banker talked to other merchants. 
He was able to help several others 
in a similar way, and at the same 
time, he provided his bank with 
valuable loans which were paid in 
a very short time. 
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JOB EVALUATION 


Education 
Wtanual Skill 
Knowle tye 
gr 


Inleguly | 


Accuracy 


Indipenclont 


Suporrsory 


Rage 


A Salary Schedule 
Is Needed For Each Job 


N MANY instances differences in 
salary rates paid to individuals 
do not reflect the differences in the 
real value of the job when actual 
job requirements are compared. 
While job evaluation is not an exact 
science, a scientific evaluation pro- 
cedure can correct the many in- 
equities which are almost certain 
to exist in the absence of a formula 
for measuring the comparative 
value of jobs within the organiza- 
tion. 

The determination of the relative 
value of jobs is not nearly as com- 
plex as it might sound. It can be 
covered in the following four steps. 

1. Determination of jobs to be 

rated. 

2. Preparation of job descrip- 

tions. 


By RAY J. MILLER 


Ass‘t. Vice President & Personnel Director 
First National Bank In St. Louis, Mo. 


3. Point rating of jobs. 

4. Development of job grades. 

The important thing is to prepare 
a written description of each job— 
have it-approved by the individual 
on the job so as to circumvent a 
later complaint by some employee 
that the description of his or her 
job does not reflect the actual duties 
performed—and then point rate the 
jobs according to job content. 

We use a point rating system 
which quantitatively expresses the 
degree to which each of the several 
factors considered enters into the 
job requirements. For -each job 
rated, we obtain a final point value 
which then becomes the means for 
comparing with one another. In the 
computation, we use the following 
factors: 


“Rapporaiblity 


fh for L 


. Education 
. Manual Skill 
3. Knowledge of 
a. Job procedures and 
methods 
b. Company organization 
c. Company practices and 
policies 
. Mental requirements 
. Personal -contacts 
. Integrity 
. Accuracy 
. Independent action 
. Supervisory responsibility 
10. Effort 
When formulating our plan, a 
rating of a selected group of typical 
jobs was first made to serve as a 
pattern and a basis for reaching a 
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IS A MISUSED WORD 


we tll you cractly whal we mean 
by MONROE seectce 


Ou responsibility to Monroe users goes far beyond the manufacture 
of figuring and accounting machines as perfect as progressive 
engineering and quality manufacture can produce. That’s why we have 
built up a nation-wide organization of our own branches 
whose duties are summed up in the words “Service Complete in Every Detail.” 


Monroe-trained mechanics. Throughout the machine’s long life your con- 


a Every Monroe is serviced through a Monroe-owned branch and by 
tact is with Monroe—our responsibility never shifts. 


Suggest systems and methods. Their recommendations are backed by 35 
years of Monroe experience with the figuring and accounting problems 
of businesses large and small. 


«2 Monroe representatives are trained to analyze your business needs—to 


Because Monroe has a broad line of machines, the Monroe representative 
takes a comprehensive, impartial viewpoint . . . you get the machine that 
meets your specific needs most efficiently and economically. 


Advisory service keeps you abreast of latest methods and machine appli- 
cations. Operator assistance does not end with installation. It is 
constantly available—time-saving suggestions that improve your present 
operators’ output and instruction for new ones. 


ONROE 


MACHINES roe esustimwmess 


CALCULATING * ADDING * ACCOUNTING MACHINES 


MONROE CALCULATING MACHINE COMPANY, INC., ORANGE, NEW JERSEY 
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mutual understanding as to the con- 
siderations in rating the various 
factors. The remaining jobs were 
then rated by comparison with the 
pattern jobs. 

Perhaps the most difficult part of 
the entire procedure is to relate the 
points to a salary structure. How- 
ever, unless the old salary structure 
was completely out of line, it is not 
too difficult to synchronize the new 
salary structure with the old. Of 
course, it is necessary to correlate 
the new salary structure with the 
rates prevailing in the area for simi- 
lar types of jobs but again, this is 
not too difficult when previous sal- 
aries paid were somewhat in line 
with the market. 

Surveys are made at regular in- 
tervals to determine whether sal- 
aries paid compare favorably with 
the going rates paid for comparable 
jobs in the immediate area. It is 
true that salary comparisons are 
rarely conclusive because of ques- 
tions regarding the comparability 
of jobs, but they are nevertheless 
essential in keeping the salary 
structure in line with the going 
rates. 

We are firmly convinced that a 
sound job evaluation program is 
the only answer to the salary prob- 
lem and the only one that will in- 
sure equitable distribution of sal- 
aries according to the work per- 
formed. However, we are just as 
firmly convinced that the most tech- 
nically perfect plan cannot survive 
long unless as much attention is 
given to its maintenance as to its 
inauguration. 

The success of any plan depends 
not only on sound administrative 
arrangements but also on a full 
recognition of its limitations as a 





How Absence And Tardiness 
May Be Reduced 


1. Put into writing the reasons 
for which absences will be ex- 
cused. 


2. Require that the bank be 
notified when an absence is 
necessary. 

3. Maintain a permanent rec- 


ord of attendance and tardiness 
for each employee. 


4. Record the reason for each 
absence on this record. 


5. Give this policy in writing 
to every employee. 
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Policy For Holiday Pay 


1. Allow no holiday pay for 
employees absent without a rea- 
sonable excuse on the day 
before or the day after a holi- 
day. 

2. Put this rule into writing 
and publicize it shortly before 
holidays. 








management technique and the im- 
pact upon it of ever-changing in- 
ternal and external conditions. It is 
important that all levels of Man- 
agement be thoroughly acquainted 
with the program before it is adopt- 
ed. Department heads, supervisors 
and others responsible for future 
salary recommendations should be 





Three Points On The Policy 
Of Advancement ° 


1. Make promotions on the 
basis of merit and length of 
service. 


2. Arrange for each employee 
to study the job ahead, and let 
him know what it pays. 

3. Put this policy into writing 
and make sure that every em- 
ployee has a copy. 








impressed with the fact that each 
job has a certain salary range and 
that recommendations for salary 
increases must be predicated on the 
value of the job—not on the value 
of the individual on the job. 

This may seem to be a rather 
harsh statement, but it is the only 
basis on which the program can be 
soundly administered. The mere 
fact that some individual has capac- 
ities exceeding the actual require- 
ment of his or her job does not 
change the value of the job, because 
it is the job which is rated, not the 
individual. 


Your bank’s business could be 
greatly increased, if each stock- 
holder were to recommend the 
bank to each of his friends. 


Experience is the best teacher. 
Profit as much as possible from 
the experience of those who have 
gone before you. 





Customer Appreciation 
Stimulates Employees 
To Do Their Best 


We think the key to a successful 
bank which fully serves its com- 
munity is: 

1. A good Board of Directors, 
highly respected, successful in busi- 
ness, and proud of their bank. 

2. Employees who recognize the 
directors’ interest in the institu- 
tion. 

3. The fine spirit of co-operation 
between directors, officers, and em- 
ployees recognized by the public. 

Customers of a bank appreciate 
the splendid service given by a 
friendly and sympathetic employee. 
Expressed appreciation on part of 
customers encourages employees to 
give even better service when the 
opportunity presents itself. We en- 
courage our customers to let our 
employees know of their apprecia- 
tion of good service. 

Each and every one of us try to 
do a better job when we know that 
our efforts are appreciated.—W™m. 
Campbell, president, The National 
Bank of Eastern Arkansas, Forrest 
City, Ark. 


Review Of Bankers 
Monthly Ideas Proved 
Useful To This Bank 


I read with quite a bit of interest 
your recapitulation of 351 ideas in 
January 1948 Bankers Monthly. I 
am particularly interested in what 
was recapped about auto loans. This 
was brought out on page 22 under 
“How Auto Loans Are Handled.” 
On page 35, mention is made under 
No. 27, “How One Banker Found 
Several Good Auto Loans,” page 
428, September. I seem to have 
missed reading this and wonder if 
you have an extra copy of this 
article? 

Also, have there been any recent 
treatments of “Auto Loans’ prior 
to July 47? I am particularly inter- 
ested in the method of obtaining 
them since there is so much com- 
petition in that field recently.—C. 
A. Ackley, cashier, The Merchants 
National Bank, Michigan City, Ind. 


te 

It would appear that Mr. Ackley’s 
interest in automobile loans is im- 
portant. A recent A. B. A. survey 
shows that, in nine of the twelve 
Federal Reserve Districts, automo- 
bile loans are more prevalent than 
any other type of personal loan. 
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This Ils Your Conscience 
Speaking— 


It has 20 questions to ask you: 

1. Is your personnel sufficiently 
informed and trained to interpret 
properly your services to the public? 

2. Do you hold staff conferences? 

3. Do your directors and stock- 
holders build good will and get new 
business for you? 

4. Does your staff work together 
with a team spirit? 


5. Do you and your employees | 


make a conscientious effort to call 
customers by name? 

6. Are questions answered in a 
polite, considerate manner or re- 
ferred to the proper person if 
necessary? 

7. Do employees make a con- 


sistent effort in and out of hours to | 


encourage friends and acquaint- 
ances to use your service? 
8. Are your employees “good 


listeners” when a customer has a | 


request or complaint to make? 
9. Do you make every effort to 


keep your customers, and potential | 


ones, informed about any changes 
in hours, regulations, services, or 
laws? 

10. Are your letters planned, well 
written, and friendly? 

11. Do you take advantage of 
opportunities to talk before various 
groups? 


12. Do you participate in civic | 


affairs? 


13. Do you use any available | 


space for interesting or timely dis- 
plays? ‘ 

14. Is your new customer prop- 
erly introduced and shown the pro- 
eedure expected? 

15. Do you keep track of cus- 


tomers’ activities and congratulate | 


them when occasion warrants? 


16. Do you prepare memoranda | 


and hand it to the proper person 
whenever a member of your staff 
does something newsworthy? 


17. Do you co-operate with other | 
local companies in solving mutual | 


problems? 
18. Do you work with your State 
Association in sponsoring worth- 


while legislation and discouraging | 


anything undesirable? 

19. Do you attend association 
meetings to exchange experiences 
and gain new information and in- 
spiration? 


20. Do you set a worth-while ex- | 
ample to your staff? In other words, | 


would you be satisfied if they were 
all just like you? 

—Suggested by Helen Mallory, 
Manager, Safe Deposit Department, 
Elmira Bank & Trust Co., N. Y. 
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Mailing’s tleeter 








Postage Meter! 







In fact, nothing beats a postage meter at mailing 


letters and parcel post! . . . Does away with adhesive 
stamps, and stamp sticking . . . Provides exact postage 
needed for any kind of mail . . . Prints stamp and 


dated postmark directly on envelope, seals flap at the 
same time . . . Prints on gummed tape for parcel post 
. .. Faster and more efficient than manual mailing, 
saving effort, time, and postage . . . Automatically 
accounts for postage used, gives absolute protection 
against postage loss or “borrowing” . . . Worth its 
cost in convenience, usually pays its way in savings 
.. . Models for every bank, large or small . . . Don't 
go without a postage meter any longer—call nearest 
PB office, or write for illustrated booklet! 


PITNEY-BOWES 
Postage Meter 


PITNEY-BOWES, Inc., 3840 Pacific St., Stamford, Conn. 


Originators of Metered Mail. Largest makers of mailing 
machines. Branches in 63 cities in U. S. and Canada. 










26 Helpful Ideas On 


Check And Safe Deposit Liability 


Here are only a few of the important ideas presented by officers of 
the First National Bank of Chicago to 477 visiting bankers at a 
conference Jan. 29 and 30 in Chicago. These ideas illustrate the 


1. It is wise not to list any items 

on a cash letter which reads “for 
immediate credit,” on which time 
will be required for collection. A 
separate letter should be used for 
collection items, with instructions 
reading something as follows: “We 
enclose for collection and credit, 
when paid, the items listed below.” 

While it is true that immediate 
credit is given on collection items, 
there is always the right of deduct- 
ing this from your bank’s deposit 
account, which will make it neces- 
‘sary for you to deduct it from your 
customer’s account if the item is 
not collected. By entering the col- 
lection items separately, you realize 
that credit should not be given your 
customer until the collection is ac- 
tually made, and considerable trou- 
ble is sure to be saved. 

Difficulties Or Embarrass 

May Arise If 

2. You permit customers to order 
printed checks in non-negotiable 
form. 

3. You accept checks signed and 
filled out in pencil. 

4. You honor checks bearing ma- 
terial alterations—for example the 
crossing out of the printed name of 
a drawee bank and substituting 
your bank name in place thereof— 
without verification from customer. 

5. You regularly cash checks 
payable to a corporation. 

6. You honor or certify 
dated checks. 


7. You accept a check payable to 
your order unless the disposition of 
the funds is indicated therein or, 


ments 


post- 


unless written instructions by 
authorized signators accompany 
same. 


8. You honor checks of a cus- 
tomer if the account is tied up by 
legal process—such as garnishee 
summons, injunction writs, etc., or 
if proper adverse claim is submitted 
in writing. 
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value of getting together to discuss the technical phases of banking. 


9. You refuse a stop payment 
order when received by telephone, 
telegram or otherwise. If in doubt 
of validity of instructions, contact 
your customer—but in the mean- 
time, enter stop demand on your 
records. 

10. You stop payment on your 
own cashier’s check or drafts unless 
business policy justifies it, in which 
case, ask for satisfactory indemnity. 

11. You regularly cash or accept 
for deposit checks bearing prior 
special indorsements from whom 
your customer derives title unless 
the credit standing of your cus- 
tomer justifies the risk. 

12. You accept for deposit to an 
individual account checks payable 
to a fiduciary or corporation with- 
out full inquiry. 

13. You certify checks against 
an account of insufficient funds 
even if the customer is financially 
responsible. Under national bank- 
ing laws, the teller or officer ap- 
proving such certification is sub- 
ject to penalties. 

14. You certify checks payable 
to “cash” or “bearer.” 

15. You refuse to honor or cer- 
tify a check merely because there 
appears thereon on front or back, 
a legend such as “Payment in full 
of account” but be careful of other 
language on check which may be 
restrictive instructions to the 
drawee. When in doubt, consuit 
your attorney. 

16. You issue a bank draft or 
cashier’s check to alternate payces 
such as to John Smith or Mary 
Smith; not because of any legal 
restrictions, but for sound business 
reasons. 

17. You cash an undated check. 

18. You cash or honor a check 
drawn on a decedent’s account even 


if the check is dated prior to date 
of death. 

19. You accept a corporation's 
check payable to the bank in pay- 
ment of an individual indebtedness. 








20. You honor a stale check 
without approval of customer. 

21. You cash a large check to 
one of several payees without in- 
structions or special indorsements 
from the others. 

22. You honor a check drawn 
on you when restrictively indorsed 
by collecting bank which does not 
contain the legend “All prior in- 
dorsements guaranteed.” 

23. You pay out on a claim of 
forged indorsement if a responsible 
indorser liable to you insists and 
offers reasonable grounds that there 
are legal defenses to such claim. 

24. You claim unequivocally in 
writing that an indorsement is 
forged unless you have actual 
knowledge of it, because you may 
be subject to damages for libel if 
no forgery can be established. 


Liability Is Likely To Be Created 

if.» 

25. You rent a safe deposit box 
to a new customer without offering 
to explain the procedure, rules, and 
type of protection and service ren- 
dered to the customer. 

26. You oversell the responsi- 
bility of the bank to the customer, 
being sure to explain that, while 
every protection within limits of 
good procedure and practice is of- 
fered, the bank is not to be con- 
sidered as an insurer or guarantor 
of the contents of the safe deposit 
box. 

27. You call key used by attend- 
ant a “master key” or “the bank’s 
key.” The proper term is “guard 
key.” 

28. You rent a box under an alias. 

29. You allow an employee oc 
vault attendant to take and keep 
possession of a customer’s key. 

30. You allow a customer to 
leave his key in a safe lock. 

31. You fail to require attend- 


ants to examine customers’ keys 
(Continued on pave 26) 
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Give your customers the added advantage of... 


THE BEST KNOWN NAME IN PAPER 


ON HAMMERMILL!.. 
FINE, THAT’S A 


ne 
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NAME I KNOW! 


YES, THEY’RE 


OUR NEW CHECKS, 


T is with a smile of friendly recog- 
] nition that your customer notices 
the Hammermill Safety surface design 
on his checks. He knows the name 
well. He uses Hammermill papers in 
his business, for letterheads and essen- 
tial forms. The name itself means in- 
tegrity and reliable service to him. 

Checks on Hammermill Safety, there- 
fore, are a continuing, unobtrusive 


MR. CLARK 


factor in good public relations ...a 
reminder that even in the matter of 
choosing paper, sound judgment guides 
your bank management. We’d like you 
to know this fine check paper better. 
A note on your bank letterhead will 
bring samples. Just address Safety 
Paper Division, Hammermill Paper 
Company, 1505 East Lake Road, 
Erie, Pennsylania. 





Protect your bank with 


Recordak microfilming 


It protects executives against fraud, 
negligence. Assures depositors their 
bank transactions are properly recorded. 


Enables employees to substantiate their ~ 


“ss 
aw 
wr” 
ro 
A\Y 


handling of all items. 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming 


—and its application to banking systems 





ANK executives, depositors, em- 
ployees . . . Recordak microfilming 
protects them all. 


It protects the bank executive by 
making it possible for him to have com- 
plete film records of every check cashed 
or deposited, every statement and check 
sent to depositors. Film records that can’t 
be tampered with or altered without 
detection! 


It protects the depositor by making it 
possible for him to get facsimiles of any 
check that is missing or disputed. Gives 
him assurance, too, that his banking 


transactions are properly recorded. 

It protects the employee by enabling 
him to substantiate his handling of any 
item . . . to furnish positive proof of his 
integrity in any controversy that may 
come up. 

To see how you get this three-fold pro- 
tection as a by-product of the Recordak 
Transit, and Single Posting Bookkeeping 
Systems . . . write for “IN BANK AFTER 
Bank AFTER Bank.” 


RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 
350 Madison Avenue, New York 17, N. Y. 


IN BANK AFTER BANK AFTER BANK 


bar 


MAIL THIS COUPON FOR YOUR COPY 


Recordak Corporation 
350 Madison Avenue 
New York 17, N. Y. 
Please send me your free 
book about Recordak, 
“IN BANK AFTER 
BANK AFTER 
BANK.” 


SVicrriss 








before inserting them in the lock 
and do not use keys made other 
than through the regular source of 
such keys. 

32. You fail to keep keys under 
joint control once they are num- 
bered and set up for rental. 


33. You carry customers’ boxes 





for them unless in their full view. 

34. You ordinarily allow exam- 
ination of box in vault. Require cus- 
tomer to use coupon booth. 

35. You permit ingress and 
egress to the vault proper by cus- 
tomers carrying large valises, pack- 
ages, etc., without first getting an 


FROM 


To The First National Bank of Chicago 


Chicago 90, Illinois 


We enclose for COLLECTION and Credit when paid the Items listed 

below. - 

Do not protest unless otherwise instructed. Wire non-payment of Items 
Cpe or over. Deliver Documents attached only upon payment. 
pecial instructions are incorporated in the descriptions of the Items. 


Date 


or2s 


FROM 


O : 


To The First National Bank of Chicago 


Chicago 90, Illinois 


We enclose for IMMEDIATE CREDIT the Cash-Items listed below. 
Telegraph non-payment of Items $1,000.00 or over and those marked T.N.P. 
Protest all Items over $100.00 unless otherwise instructed. 


Date_- 


————l—olEEEEeEE—eEEEEEeeee 


It is urged that all items on which there may be a col'ection delay be listed on a 
separate sheet like the one shown at the top. Only items on which there are no special 
instructions should be listed on a form like the one at the bottom. Items on which wires 
are requested should be listed with collections. 
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explanation and noting the unusual 
character of the visit in your rec. 
ords. 


36. You allow boxes to be taken 
from the premises. 


37. You allow access (which in- 
cludes deputy) on notice of death, 
mental incompetency or bankruptcy 
of a renter or one of several joint 
renters until legal requirements are 
properly fulfilled. 


38. You allow access to safe de- 
posit box if your bank is served 
with garnishment writ, injunction 
writ, or similar court order unless 
instructed otherwise by your attor- 
ney. 

39. You allow illegal access in 
matters of emergency without in- 
structions from your attorney. 


40. You permit fiduciaries to ap- 
point deputies unless the law or 
documents under which they are 
acting, clearly authorize it. 


41. You allow blind customers 
to take others with them into the 
vault without identification of the 
person in his company and also re- 
quiring signature and identification 
on access slip. 


42. You allow access to joint 
control boxes unless both required 
parties are present, even though 
signature requirements have been 
met. 


43. You accept access ticket if 
considerable time has elapsed be- 
tween the request for access and 
the time stamped on the ticket. 


44, You accept orders for access 
from a renter known to be hospital- 
ized without requiring a doctor’s 
certificate as to competency or hav- 
ing the order signed before a 
trusted employee of the vault. 


45. You depart from established 
procedure of identification. 


46. You rent a safe deposit box 
to a minor. If for business policy 
you have done so, be sure to note 
on the records that no deputy can 
be appointed. 


47. You rent a safe deposit box 
to a corporation without proper 
resolutions in your files. 


48. You take possession of the 
contents of safe deposit box for non- 
payment of rent until reasonable 
efforts have been made to collect 
the amount due and never until 
proper notice of contemplated ac- 
tion has been sent to customer ac- 
cording to the specific provisions of 
your contract or by-laws. 


49. Ycu drill a lock for a deputy 
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+tes safe- 


and so are you 


oo « With McClintock Emergency Vault Ventilator 


An accidental lock-in can quickly convert your vault Installed in any existing or proposed 
from a valuable asset to a fatal suffocation hazard. vault... 


If your vault fails to provide emergency ventilation The McClintock Emergency Vault Ventilator is easily 
: enkg ‘ installed in vaults of < é ickness. 

—correct this dangerous Omission now with a a a oe wall thickness 
McClintock Vault Ventilator. Call your Diebold 


representative today for details on these out- 


y~ Stronger than the vault wall itself. 


Highly recommended by bank vault engineers and 


standing features: insurance companies. 


a Forced draft ventilation = For prices and particulars, write Diebold, Inc., 


_ 2 air ports—one to remove stale exhausted air . . . the 1504 Fifth Street, S. W., Canton 2, Obio 
other to provide large quantities of fresh air by means 
of a built-in automatic fan. 


BANK DIVISION 
y@ Illumination within the vault... 


Continuously illuminated red light enables ventilator 
handle to be instantly located in dark vault. Two white 
lights provide illumination when ventilator is in use. 


i Voice communication to the outside... N CORPORATE D 


Air fan can be shut off from within the vault to allow 
conversation through the air ports to personnel on Now includes 
the outside. YORK VAULTS @ McCLINTOCK ALARMS 


BANK VAULT EQUIPMENT © BURGLAR ALARMS « SAFES, CHESTS AND VAULT DOORS © MICROFILM © ROTARY, VERTICAL AND VISIBLE FILING EQUIPMENT 
Backed by the world’s largest bank service organization. 
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unless the contract specifically pro- 
vides for it. 

50. You fail to keep permanent 
and: accurate record of lost and 
found property. 

51. You ajlow anyone but prop- 
er official to return lost and found 
articles to customers. 

52. You drill delinquent boxes 
except in the presence of at least 
one official or employee. 

53. You fail to take notice of 
cancellation of deputy authoriza- 
tions, even by telephone or tele- 
gram—but require immediate writ- 
ten confirmation. 

$4. You cancel unexpired rental 
contract by instructions from a dep- 
uty or co-renter, unless the writ- 
ten agreement clearly permits it. 

55. You keep vaults open in 
periods other than regular busi- 
ness hours. 

56. You give out unauthorized 
information regarding boxes. 


Summary—lIn general, do not fail 
to keep currently informed on stand- 
ard procedures and well estab- 
lished practice in the operation of 
vaults of your size and in compar- 
able communities. 


Your campaign on the “No Pro- 
test” matter has finally come to a 
successful conclusion if the letter 
from the A. B. A. to all banks re- 
ceived this morning has been read 
and interpreted correctly—E. W. 
Rossiter, president, Bank of Hart- 
ington, Hartington, Nebraska. 





The Federal Reserve System 
Its Purposes And Functions 


Published by The Board Of Gov- 
ernors of the Federal Reserve Sys- 
tem, Washington 25, D. C. 


This is the second edition of a 
book first published in May 1939. 
It is completely revised and brought 
up-to-date. It is divided into 13 
chapters with the following titles: 


Purpose Of The Federal Reserve 
System 

Function Of Bank Reserves 

General Methods Of Regulation 

Selective Methods Of Regulation 

Structure Of The Federal Reserve 
System 

Relation Of Federal Reserve To 
Currency 

Relation Of Federal Reserve To 
Gold 

The Monetary Equation 

Service Functions Of The Fed- 
eral Reserve Banks 

Balance Sheet Of The Federal 
Reserve Banks 

Banking And Monetary Agencies 
Other Than The Federal Re- 
serve 

War Service Of The Federal Re- 
serve. 


70 the Owner's Equity Protected 7 
Wl 


The mortgagee’s interest may not be affected but, in these 
days of rising construction costs, amounts of insurance 
should be checked, and increased, if necessary, to cover 
today’s values and the owner’s equity in a property. 


It’s good business to call these facts to the attention of 
the property owners you serve - now! 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. I. 


The Central Srates Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 





The general purpose of The Fed- 
eral Reserve System is stated in the 
first paragraph in Chapter I, as fol- 
lows: 

“The principal purpose of the 
Federal Reserve is to regulate the 
supply, availability, and cost of 
money with a view to contributing 
to the maintenance of a high level 
of employment, stable values, and 
a rising standard of living.” 

The service functions of the Fed- 
eral Reserve Banks are listed as 
follows in Chapter Nine. 

“The twelve Federal Reserve 
Banks hold the legal reserves of 
member banks, furnish currency 
for circulation, facilitate the collec- 
tion and clearance of checks, exer- 
cise supervisory duties with respect 
to member banks, and are fiscal 
agents of the United States Govern- 
ment.” 


A. B. C. Of Investing 


By R. C. Effinger, Vice President, 
Irving Trust Co., New York. Pub- 
lished by Harper & Brothers, 51 E. 
33rd St., New York. 106 pages. 
$1.50. 

While this book is not written 
primarily for bankers it is of great 
value to bank customers and may 
well be added to other books of 
value to customers to form a lend- 
ing library. Loan officers and others 
are frequently asked for advice cn 
various phases of banking and in- 
vesting, and the idea of a lending 
library is a practical one because 
it makes it possible for officers not 
only to give valuable suggestions, 
but to provide complete informa- 
tion. 

One third of the book is devoted 
to the fundamentals of tnvesting— 
prerequisites to successful invest- 
ing, securities which the investor 
should buy, setting up and manag- 
ing the investment portfolio, and 
pitfalls to avoid. Another third 
gives many examples of investing, 
citing individual cases where cer- 
tain securities were purchased, with 
reasons, and giving the results ob- 
tained. The last third of the book 
covers price movements of various 
groups and classes of securities. 

Here are a few of the questions 
the ABC Of Investing answers: 

Is there a difference between in- 
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vesting and speculating, and what 
is it? 

What kind of securities should 
you buy for a continuity of income, 
with a high degree of safety of 
principal and relative price stabil- 
ity? 

What kind of securities should 
you buy for a relatively high rate 
of income, where price movements 
may be largely disregarded? 

What kind of securities should 
you buy for capital appreciation, 
where the risks may be properly 
assumed? 

What are the advantages and dis- 
advantages of common stocks—of 
preferred stocks? 

What are the advantages and dis- 
advantages of long-term bonds—of 
short-term bonds? 

What are high-grade stocks—low 
grade stocks—high-grade bonds— 
low-grade bonds? 


Agricultural Finance 


By William G. Murray, head of 
the department of Economics and 
Sociology, Iowa State College, 
Ames, Iowa. Published by the Col- 
lege. Price $4.00. 


This is a new and revised edition 
of this book which will be helpful 
to any country banker. It is divided 
into two parts. Part I discusses the 
principles of farm credits and Part 
II analyzes the available lending 
agencies. In the appendixes are 


sample loan applications, a list of | 
the procedures ordinarily involved | 


in buying a farm, and the sale and 
mortgage history of an Iowa farm. 
All of the material is based upon 
actual cases, for Iowa State College 
is the Agricultural College for the 
State of Iowa and Mr. Murray is in 
constant touch with country bank- 
ers and farm activity. 
Some of the practical subjects in 
the book are the following: 
Balance Sheet Analysis 
Income Analysis 
Security And Budgeting For 
Short Term Credit 
Payment Terms 
Interest Rates 
Credit Instruments And Fore- 
closure Procedure 
Emergency Crop And Seed 
Loans 


In his analysis of lending agen- | 


cies Mr. Murray has some very use- 
ful facts. He includes insurance 


companies, farm mortgage middle- | 


men, commercial banks, merchants 


and dealers, and the various gov- | 


ernmental credit organizations. 
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PEED up your check cancelling and endorsing operations 
S with Endorsograph. It saves time, money and effort. 

The Endorsograph prints endorsements, cancels checks 

. and may be used to receipt bills, statements, invoices 
and similar business forms. It may also be used in con- 
junction with listing or posting machines and check micro- 
filming equipment. 

This all-electric machine prints endorsements legibly 
anywhere on the check and reduces the hazards of overprinting. Conversion 
from endorsing to cancelling operations... and back again... is quick and 
easy. Endorsograph’s new cancelling stamp clearly em- 
bosses the word “‘PAID” and the bank’s transit number 
on the check as it speeds through the machine. 

Call your Commercial Controls specialist for more in- 
formation or a demonstration today. 


SEND FOR FOLDER illustrating and describing the many 
ways in which Endorsograph can serve your business. 
Write Department BM-38. *Reg. U.S. Pat. Off. 


(OMMERCIAI 


LON rROLS ENDORSOGRAPH DIVISION 


a @) oa 22 ©) oe Oe Rochester 2, New York 
Commercial Controls Canada lid., Toronto 1, Ontario 


Soles and Service Offices in Principal Cities 


MAKERS OF USPM METERED MAIL SYSTEMS AND MAILROOM EQUIPMENT 
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BANKERS - 


‘ 177) 2 ant! 


Which of the following de- 
scribes an “active account”? 


a. The account of an athlete; b. One in 
which there are many deposits and 
withdrawals each month; c. 
which interest is paid. 


One cn 


One of the following numbers 
can easily be entered on a 
multiple key machine with only one 
depression of one hand. Which one 
is it? 

a. 7,021.00; b. 34.50; «. 
9,043.00. 


8,032.00; d. 


Which of the following is most 
likely to be an amortized loan? 


3 


a. For the purchase of barley to feed 
hogs; b. For the purchase of a washing 
machine by a housewife; ¢. For the pur- 
chase of barley by a brewery. 


4 | Is it possible to buy insurance 

to repay for a loss resulting 
from bodily injury or damage to 
the property of others caused by an 
automobile or truck hired for the 
use of a person but not owned by 
him? 


a. No; b. Yes, it is called ‘Hired car 
public liability and property damage.” 


In which month is the 11th 
a bank holiday in all states? 


5] 


a. February; b. March; ¢. November. 


fa Which of the following are 
federal governmental agen- 
cies? 


a. Federal Reserve Bank of Chicago; b. 
Reconstruction Finance Corporation; c. 
National Association of Security Dealers; 
d. Morris Plan Bankers Association. 


Which of the following unpaid 
items classify as “bills pay- 
able”? 


a. Interest earned but not due; b. Jani- 
tor’s wages. 


If you saw the number 2-15 
opposite the name “The North- 
ern Trust Company,” in which of 
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WHEN? 








the following cities would you think 
the bank was located? 


a. Chicago; b. St. Louis; ¢. Los Angeles; 
d. New York. 


Which of the following types 
of information can be found in 
a bank directory? 


a. Directions for finding each banking 
town on the map in the directory; b. 
Number of employees in each bank; c. 
The date of the statement given for each 
bank. 


10) If a customer handed you what 

appeared to be Federal Re- 
serve Notes in the following de- 
nominations, which would you be 
sure were counterfeits? 


a. $20.00; b. $25.00; ¢. $1,000. 


Which of these amounts can be 
paid with four pieces of paper 
money, each a different value? 


a. $166; b. $65; c. $16; d. $165. 


iW Which of the following state- 
ments is correct? 


a. Do not accept or have any customer's 
safe deposit box keys in your possession; 
b. Many old customers would prefer to 
leave their box keys at the box and 
it is quite all right for the bank to keep 
them. 


Many bank cash letters are 

now shipped by air express. If 
you were handling transit in Wash- 
ington, D. C., which of the following 
federal reserve banks could be 
reached in the shortest time by air? 


a. Dallas; b. Kansas City; ¢. Minneapolis. 


WHERE? 


ONTHLY QUIZ 


14) 


WHy> 


HOW?: 


No., 98 





Which of these amounts can be 
paid with five coins—all dif- 
ferent? 


a. $.91; b. $3.06; ¢. $1.80. 


If one of the officers asked you 
to find out how much the value 


of a certain farmer’s land and im- 
provements is, in what bank record 
would you find that information? 


a. Correspondence file; b. Credit file; 
c. Central file. 


Sort the cash items from the 
following list: 


a. Clipped coupons on corporation bonds 
known to be good; b. Checks drawn 
against treasurers of corporations; c. 
Currency; d. Coin. 


Which of the following might 
be a part of “proof of post- 


ing”? 


18) 


slip listing, “Pennies, 


a. Checking stop payment orders; b. All 
items are examined to make sure that 
they have been posted to the same ac- 
counts on both the ledgers and state- 
ments. 


A customer handed a teller 
rolled pennies and a deposit 
$5.50.” How 


many rolls should the teller re- 
ceive? 


19) 


i) 


a. 11;.b. 22; «. 33. 


What is the local A.I.B. organ- 
ization called? 


a. Chapter; b. Clearing house; ¢. Lodge. 


What does the abbreviation 
“Ack” mean? 


a. Actuary; b. Acknowledge; ¢. Ac- 
knowledgment; d. Authorized check. 


(Answers on page 34) 


Circle the letter indicating the answer you believe 
is correct. Grade yourself as follows: 


18, 19 or 20 
15, 16 or 17 
12, 13 or 14 
8, 9, 10 or 11 
5, 6 or 7 

2, 3 or 4 








Very Superior 
Superior 
Good 
Average 
Poor 

Very Poor 
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BEFORE you order new forms 
for your commercial 


tellers’ machines — 


n this fast-moving world of today, more and 
more banks are turning to high-speed machines 
to provide quicker customer service, develop 
greater control, improve internal banking 
operations. 

If you have installed mechanized equip- 
ment (or are planning to do so), see Todd 
for the forms you need...to get the most value 
from your machines, increase their effective- 
ness, assure greater accuracy and safety. Cus- 
tomers’ deposit receipts (alteration-proof for 


customers’ protection! ), tellers’ cash received 


slips, customers’ deposit slips, cash in (and 
out) total and correction slips, cash refund 
orders, audit sheets, mail deposit forms, high 
quality leatherette deposit receipt jackets and 
many other essentials made by Todd furnish 
you with a COMPLETE system for efficient 
machine operations. 

To find out more about these new Todd 
forms, just clip and mail the coupon below. 
With machines, you can offer better service to 
your customers...with Todd machine forms you 


can give them the best. Mail the coupon now! 


THE TODD COMPANY, Inc., Rochester 3, New York 


Without cost or obligation to me, please give me complete information 
about Todd forms for bank machine operations. 


COMPANY, INC. 
Todd 


ROCHESTER NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD 


Bank Name 
Address 


City 


By 
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Audit Control May 
Without An Official Auditor 





Be Had 


Smaller banks may use the technique described here without 
employing a special auditor. This technique is now used 
with great success in many institutions. 





UDIT matters should be cen- 
tralized in a single individual 
who may be designated the “con- 
trol officer,” if the position of 
auditor is not preferred. This will 
not necessarily increase the cost of 
Operating the bank. Every bank is 
doing some of this audit work and, 
in most cases, several persons are 
doing it. When one person does it 
instead of several, better results are 
secured, and perhaps without in- 
creasing the cost. 


Some Effective Internal Safeguards 


Banks with complete auditing 
departments find it necessary to 
employ internal safeguards in their 
program of operations. Many insti- 
tutions call these methods “Run- 
ning Audits,” whereby daily control 
and offsetting duties of staff mem- 
bers bring about full control to sup- 
plement “spot audits.” Thus, no 


officer or employee is ever allowed 
to handle all phases of a transaction 
or a detail routine schedule of work. 





Effective co-ordination 
of all departments assures rapid, efficient han- 
dling of every type of banking transaction. You 


are invited to use any or all of our facilities. 


City NATIONAL BANK 


AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 3S 


Banks without an auditor find it 
even more imperative to make use 
of internal safeguards to gain the 
best control possible. It is believed 
that small institutions with only 
two or three employees can use 
many safeguards to increase pro- 
tection. ; 


Vacations Are Important 


Supervisory agencies have been 
suggesting annual vacations for all 
officers and employees. Directors 
should insist that the full vacation 
allowance run continuously so that 
all transactions under control of 
any individual may have an oppor- 
tunity to clear. 

It is believed that two full weeks 
should be the minimum vacation 
period; and in most cases, especially 
tellers’ and bookkeepers’ vacations 
should overlap the month end. Sav- 
ings tellers and bookkeepers should 
have their vacations during at least 
one interest-paying period during 
the year. This method may prove 




























































Ten Policies Which Make An 
Effective “Running Audit” 


1. No officer or employee is 
ever allowed to handle all 
phases of a transaction or a de- 
tail routine schedule of work. 


2. Directors should insist that 
the full vacation allowance run 
continuously so that all trans- 
actions under control of any in- 
dividual may have an opportu- 
nity to clear. 


3. Vacations should overlap 
the month end. 


4. Savings tellers and book- 
keepers should have their vaca- 
tions during at least one interest- 
paying period during the year. 

5. One of the best protections 
that a bank can have is a policy 
of unannounced switches of per- 
sonnel. 


6. The policy of securing 
financial statements annually, 
from all officers and employees 
has a great deal of merit, and 
serves as an excellent check 
upon possible speculation and 
living beyond income. 

7. New accounts,and changes 
in account signature authoriza- 
tions, should be handled by 
someone other than tellers or 
bookkeepers. 


8. Dual control as assets, 
records, and instruments is being 
recognized as further protection 
in safeguarding the bank against 
losses. 

9. The General Ledger should 
be in the hands of a competent 
staff member who operates in- 
dependently of loan detail. 


10. It is important to place the 
liability ledger in independent 
hands. 
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of assistance in checking for pos- 
sible delayed credits and remit- 
tances. 

No single individual should be so 
valuable to an institution that he 
cannot be allowed a vacation. It not 
only provides him with the oppor- 
tunity to have his associates prove 
and clear all his work, but also al- 
lows for the necessary training of 
others to protect the institution 
against illness, death, or resigna- 
tion. 

One of the best protections that 
a bank can have is a policy of un- 
announced switches of the person- 
nel. It is again essential that the 
transfers be complete so that any 
possible irregularities may not be 
transferred in any manner along 
with the transferred employee to 
the other position. In order to ful- 
fill the program, sufficient time 
should elapse to clear the routine 
of the individual position. 

The policy of securing financial 
statements annually, from all of- 
ficers and employees has a great 
deal of merit, and serves as an 
excellent check upon possible spec- 
ulation and living beyond income. 
Officers’ statements should be for- 
warded to the chairman of the 
board, and the statements of staff 
members to the personnel officer 

New accounts, and changes in ac- 
count’ signature authorizations, 
should be handled by someone other 
than tellers or bookkeepers. 

More and more the dual control 
of assets, records, and instruments 
is being recognized as further pro- 
tection against losses. 

The general ledger should be in 
the hands of a competent staff mem- 
ber who operates independently of 
loan detail. 

It is important to place the liabil- 
ity ledger in independent hands. 


H. A. Anderson, New Board 
Member Of Petroleum Corp. 


Election of Hugo A. Anderson of 
Chicago to the board of directors 
of Warren Petroleum Corp., Tulsa, 
Okla., has been announced by Presi- 
dent W. K. Warren. As general vice 
president of The First National 
Bank of Chicago, Mr. Anderson is 
widely known as an authority on 
the financing of production, refin- 
ing and distribution in the petro- 
leum industry. For the past 20 years 
he had directed the activities of that 
bank’s prominent role of meeting 
the financial requirements of the 
oil industry. 
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Ouce a 
ALWAYS A PROSPECT 


A customer pleased with one of your 
services is always a prospect for the 


other services your bank offers. 


A consumer credit department has 
a way of bringing in new customers 
and building business in a// depart- 
ments of a bank. 


Many correspondents have found 
Industrial’s 35 years’ consumer 
credit experience invaluable in pro- 
moting such departments in their 
own banks. 


NINTH AND WASHINGTON | ST. Louis. “wD . MO. 


CHECK CERTIFIER 


The absolute protection against forgery 
and alteration afforded by the SECURITY 
CERTIFIER is of inestimable value to the 
Bank and its depositors. There are many 
cases of record of forgery of rubber stamped 
certified checks, 

The entire certification record, bank name, amount, 
date and serial number, is cut and printed on both 
the front and back of the check in one simple opera- 
tion, printing one side in red and the other side in 
blue. Padlock provides maximum assurance against 
unauthorized tampering. Keybase and serrating roll 
made of solid brass to prevent warping and to 
render ageless service. In use by banks throughout 
the country. 


SECURITY CERTIFIER COMPANY 
5 Beekman Street New York 7, N. Y. 
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None Of Us Wants To Make 


A Speculative Loan 


By WM. G. F. PRICE 


Vice President, American National Bank and Trust Co., Chicago 


HE trouble comes in trying to 

define a speculative loan. 

In the field of commercial credits, 
the type of speculative loan most 
frequently sought is one based on 
inventory, whether or not the 
money is secured by a pledge of the 
merchandise. 

Not many inventories that pass 
over my desk seem out of line with 
current sales. Quite a few are un- 
reasonable when measured against 
the quick position of the borrower. 

Personally, I know of no descrip- 
tion of a speculative inventory loan 
which is even reasonably precise. 
It is a matter of good judgment on 
the part of both banker and bor- 
rower. However, there must be a 
firm conviction on our part that we 
should not make speculative loans 
today, even though it is not pos- 
sible to define them precisely. 

We can usually form positive con- 





| FOREIGN REMITTANCES 


We specialize in forwarding 
of funds abroad for our 
banking friends with or 
without Foreign Depart- 
ments. Our remittance serv- 
ices include commercial, 
benevolent and living ex- 
pense payments abroad by 
cable, mail or airmail. 

Experience developed 
over the years, and close 
friendly relationships with 
worldwide correspondent 
banks are available to assist 
domestic banks to 
establish orextend, 
their own remit- 
tance service. We 
welcome your in- 
quiries. 


The | 

Public National 
BANK AND TRUST. 
COMPANY OF NEW YORK 





| Main Office: 37 Broad Street 


t Member Federal Reserve System 
New York Clearing House Association 
Federal Deposit Insurance Corporation 
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clusions in instances where an in- 
ventory plus forward commitment 
is excessive when if is measured 
against either current sales at cost 
or against working capital. When 
these facts exist, it seems to me 
that we should satisfy ourselves on 
the following points: 

1. What about the inventory it- 
self—in pricing, quality, and styl- 
ing? How is it divided between raw 
materials, work in process, and 
finished goods? 

2. What is the “on order” posi- 
tion? How much is‘it? When is it 
coming in? Who is it on order from? 
At what price? Are the orders firm 
or subject to cancellation without 
penalty? 

3. What is the backlog; with de- 
tailed information elicited by ques- 
tions similar to those just indi- 
cated? 

4. How do the products we are 
asked to finance compare with com- 
petitive products? 

5. How do our borrower’s costs 


and prices compare with his com- 
petitors? 

6. Is the merchandise of a type 
with which the borrower is thor- 
oughly familiar or is it strange to 
him? 

7. What is the historical record 
of the price of the raw materials 
involved? What is the price today? 
How does today’s price compare 
with the history? Has it gone up 
more, or less, or about the same as 
other prices? How big is the differ- 
ence? 

For my own guidance, if for no 
other reason, I wish there were 
some means by which speculative 
loans could be tagged at sight. The 
judgment on whether a loan is or 
is not speculative depends on as 
complete knowledge as we can get 
about the transaction and the peo- 
ple under consideration. It is, of 
course, also essential that we know 
the answers to three of the basic 
questions which relate to any loan 
transaction: 

1. When will it be paid back? 

2. For what purpose will the 
money be used? 

3. How will it be paid back? 

We must remember, too, that the 
aggregate loan totals are the result 
of our own individual day-to-day 
judgment. ; 





Answers To Bankers 


1 


b. If you enter any of the 
others with one hand, you are 
to be congratulated. 


b. The others would classify as 
“commercial loans.” 


b. It is often important to 
check all insurance carried by 
a borrower. 


c. Armistice Day. 


b. Federal Reserve Banks are 

owned by the member banks. 
The other two are voluntary or- 
ganizations. 


fi >. 
Ei 


a. The city transit number pre- 
fix for Chicago is 2. 


a. and c. 


E) 


b. There is no denomination 
like this. 





Monthly Quiz No. 58 


d. The denominations would 
be: $100, $50, $10, and $5. 


a. A bank should never retain 
a customer’s safe deposit box 


key. 
a, The times are: Dallas, 6% 

hours; Kansas City, 744 hours; 
Minneapolis, 8 hours. 


i a. The coins are: 50¢, 25¢, 10¢, 
5¢, and 1¢. 


b. The credit file should con- 
tain a list of all the assets of 
each borrower. 


a. and b. Currency and coin 
are “cash”’—not “cash items.” 


b. “A” is a part of “posting,” 
but not a part of “proof of 
posting.” 


a. There are commonly 50 pen- 
nies in a roll. 


i 2. 
A) «. 
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Appointments 
and 
Elections 


EIGHT NEW OFFICERS have been 
elected and two present officers ad- 
vanced to higher positions at the 
Lincoln Rochester Trust Co. of 
Rochester, N. Y. Officers promoted 
to vice presidencies were: Warren 
W. Allen, assistant vice president 
in charge of mortgage and real es- 
tate department and Leland D. 
Judd, assistant vice president and 
manager of small loan department. 
New officers are: William K. Phe- 
lan, elected assistant auditor and 
Harry H. David, William F. Flynn, 
G. Theodore Gunkler, Herbert F. 
Ryan, Frederick G. Schoeneman, 
Harry J. Wiersdorfer, and Harold 
M. Simpson, all named assistant 
secretaries. 

® 

STREETER B. FLYNN, a director of 
the First National Bank & Trust Co. 
of Oklahoma City, Oklahoma, has 
been named a director of the Santa 
Fe Railroad. 

* 

THE ILLINOIS SAFE DEPOSIT ASSO- 
CIATION held its annual meeting 
recently and elected E. D. Baugh- 
man, secretary and manager of 
the National Safe Deposit Co. as 
president. Other officers elected 
were: first vice president, Stanley 
Z. Westman, Exchange Safe Deposit 
Corp.; second vice president, A. L. 
Hess, Lake View Trust & Savings 
Bank; secretary, H. W. Lloyd, City 
National Safe Deposit Co., and 
treasurer, William Turnbull, Amer- 
ican National Safe Deposit Co., all 
of Chicago. 


* 


DIRECTORS at the Hamilton Na- 
tional Bank, Chattanooga, Tenn., 
recently voted Thomas R. Preston 
chairman of the board. Dawson B. 
Harris, executive vice president, 
was named to succeed him as presi- 
dent of the institution. Mr. Harris 
has been with the Hamilton Na- 
tional since 1908. 

7 

NATIONALLY known H. M. Cham- 
berlain, executive vice president of 
the Walker Bank & Trust Co., Salt 
Lake City, Utah, retired recently 
after serving 50 years with the in- 
stitution. Mr. Chamberlain will con- 
tinue as a director and member of 
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When your friends come to Los Angeles 
refer them to this independent unit bank. We shall welcome 
the opportunity to be of service to them, and should like 
also to serve you in the handling of cash and collection 
items and in acting as your Los Angeles Correspondent 


STATEMENT 
OF CONDITION 


AS OF DECEMBER 31, 1947 


Kecowrced 


OFFICERS 


BenR.Meyer, President 
Herman F. Hahn 
Executive Vice-President 


J.CL 


A. L. Lathrop 
Vice-President 
E. H. LeBreton 
Vice-President 
P. E. Neuschaefer 
_ Vice-President 
Louis Siegel 
Vice-President 
J.W. Lewis 


Cash on hand and due from Federal Reserveand Other Banks 
U.S. Government Securities $ 65,206,161.58 
Federal Reserve Bank Stock 225,000.00 
Other Securities 1,753.74 
Loans and Discounts 

Union Bank Building and Customer Auto Park 

Safe Deposit Vaults 

Furniture and Fixtures 

Custorners’ Liability under Letters of Credit and Acceptances 
Other Resources 


$ 46,285,779.23 


65,432,915.32 
48,997 826.02 
1,650,000.00 
1.00 

1.00 
1,006,079.06 
77,784.86 


Vice-President 
W.C. Neary 
Vice-President & Casbier 
W.Watson,Compirelier 
W. J. Hunter 
Assstant Vice-President 
. Luhring 
Assistant Vice-President 
R. R. Newmark 
Assistant Vice-President 
H.N. Herzikoff 
Assistant Vice-President 
Rod Maclean 
Assistant Cashier 
C.H. Landis 
Assistant Cashier 
A. L. Somerindyke 
Auistant Casbier 
J. K. Allen 
Assistant Cashier 
R. F. Campbell 
Asustant Cashier 
A. J. MacLennan 
Assistant Cashier 
TRUST DEPARTMENT 
A. L. Lathrop 
Vice-President 
Don R. Cameron 
Sensor Trust Officer 
F.H.Kerns, Trust Officer 
M. Morris 
Assistant Trust Officer 


Capital ... 
Surplus 
Undivided Profits 


Other Liabilities 
Deposits: Demand 
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F PERSONAL SERVICE e 8th & HILL STREETS 


Reserved for Contingencies 

Reserved for Interest, Taxes, Dividends, etc 
Liability under Letters of Credit and Acceptances 
Discount Collected — unearned 


$163,450,386.49 


$ 3,500,000.00 
4,000,000.00 
1,064,046.99 $ 8,564,046.99 
607,443.82 
1,005,266.51 
1,124,640.28 
250,522.02 
99,224.59 
$112,998,859.82 
31,742,837.06 


United States War Loan de- 
positsand other public funds 


7,057,545.40 151,799,242.28 


$163,450,386.49 


United States Government obligations carried at $11,915,000.00 in the foregoing 
statement are pledged to secure public funds and for other purposes required by law 


UNION BANK & TRUST CO 


OF LOS ANGELES 





the bank’s operating committee. 
Also announced were the promo- 
tions of five officers: J. J. Kelly, 
Reed E. Holt, O. K. Carlson and 
Fred E. Pike, named vice presidents. 
J. B. Christenson was advanced to 
cashier. 
* 


WILLIAM C. CONNETT, executive 
vice president of the First National 
Bank in St. Louis, has been elected 
president of the St. Louis Clearing- 
house Association. Harold T. Jolley, 
president of Boatmen’s National 
Bank, was elected vice president. 


Mr. Connett succeeds William J. 
Bramman, executive vice president 
of the Mississippi Valley Trust Co. 
R. R. Tillay was re-elected man- 
ager. 

* 


THE FARMERS AND MERCHANTS NA- 
TIONAL BANK OF LOS ANGELES has 
announced the following staff 
changes: R. C. Lemmon, assistant 
trust officer, elected to the office of 
vice president and assistant trust 
officer; A. M. Gaines and A. E. 
Oliver, assistant cashiers, elected to 
assistant vice presidencies. 
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HE following stories were told 
by several bankers lunching to- 
gether at a recent meeting. For ob- 
vious reasons, it is better not to 
mention the names of the bankers 
or the localities from which they 
came. The stories, however, will 
likely be helpful to all our readers 
as preparation for a possible bank 
holdup. 


A Ruler Used Instead Of A Gun 


The first banker told this story: 

I was sitting at my desk one day 
and a young stranger walked in. He 
had one hand in a coat pocket. 
He came up to me and pushing out 
the right side of his coat, where his 
hand was in the pocket, tried to 
make me think that he had a re- 
volver in his hand. 

He said, “I want to borrow some 
money.” Instead of being fright- 
ened, I thought the best thing to do 
was to argue him out of his pro- 
posed plan which, apparently, was 
to get money by frightening me with 
what he hoped I would think was 
a gun. 

I talked quietly and the conver- 
sation went something like this: 
“How much money do you want to 
borrow?” He replied, “Fifteen dol- 
lars.” I told him that our bank did 
not make a practice of lending 
money in as small an amount as 
fifteen dollars, but that I thought 
another bank in town would make 
that size of loan. I told him the name 


Four Helpful Stories 






On Handling Holdup Men 


Bank holdups are increasing. We hope you will never have a bandit 
enter your bank. If you do face a holdup man, having read the 


experiences here related will help you décide what to do. 


of the other bank and its location 
and he turned and left. 

Later, I learned that he had gone 
to the other bank and repeated his 
performance which I had observed. 
One of the officers of the other bank 
was able to call the police and the 
police arrived in time to catch the 
young man as he was leaving the 
bank. While I felt a little guilty for 
having sent him to the other insti- 
tution, I was glad that I did not lose 
my head and felt that talking quiet- 
ly was the best way to get rid of 
him. 

It turned out, however, that he 
did not have a gun. He had a small 
ruler in his pocket which pushed 





The Four Experiences In 
Four Sentences 


1. A quiet talk with a bandit 
sent him away without loot or 
bloodshed. 


2. A phone call to police en- 
abled them to capture the holdup 
man. 


3. A gun inside the vault and 
a bolt preventing the closing of 
the vault door ended the career 
of one bad man. 


4. Tellers sounded alarms 


which enabled guards to cap- 
ture a lone holdup man. 





Labor and Material Are now Available. We Have the 
Know-How—All We Need from You Is the Go Ahead. 


Eastern Office 


859 LEADER BUILDING 
CLEVELAND, OHIO 
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We invite your inquiry on our 
full list of completed banks. 








out his coat in such a way as to 
suggest a gun. 


A Gun In The Vault Saved 
The Money 


The second banker told the fol- 
lowing story: 

A friend of mine who operates a 
bank in a nearby town had been 
held up twice. He said to me one 
day, “I am not going to be held up 
a third time. I have two guns in 
the vault.” 

Sure enough, he was held up the 
third time. A single bandit came 
into the bank at closing time and 
herded the employees into the vault. 
Of course, the president reached for 
one of the guns as soon as the vault 
door was partially closed and, at 
the same time, pushed a bolt which 
made it impossible for the bandit 
to close the door tightly. The ban- 
dit opened the door again to see 
what was keeping it from being 
closed and the president shot him 
dead. (Some banks keep the vault 
door bolts in the locked position all 
day to make it impossible for a 
bandit to close the door.) 


These Tellers Sounded Alarms 


The third banker told the follow- 
ing story: 

A holdup man came into our bank 
one day and walked to one of the 
tellers’ windows. He had a gun un- 
der his coat and showed it to the 
teller. He told him to “roll out a 












A. A. HENKEL & ASSOCIATES, INC. 


Bank Designers and GSngincers 


333 NORTH MICHIGAN AVENUE 
Chicaga 4 GWinois 
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package of bills.” The teller 
dropped to the floor and sounded 
an alarm by pushing a button under 
the counter. 

The bandit then walked to the 


next window and repeated the de- | 
mand, but the second teller also | 


dropped to the floor and pushed his 


signal button. By that time three of | 
the bank’s guards surrounded the | 


man and captured him. He was later 
sentenced to a long prison term. 


Police Answer False Alarms 


The fourth man told this story: 
We have two signals in our bank. 


One is connected with the police | 


This foot signal will call police without a | 


bandit’s knowing that a signal has been 
sent. It is operated by lifting the toe. 


department and is a silent signal | 


as far as the sound in the bank is 


concerned. The other is connected | 
with a big bell on the outside. It is 
really a burglar alarm to be rung | 


at night when the vault is tampered 
with. 


However, there are times when, 
in closing the vault door, the signal | 


is tripped and the bell starts to ring. 
This signal also rings the bell in the 
police department. 


On some occasions when we have | 


been closing the vault for the night, 


we have, in some way, tripped the | 


alarm. I usually call the police at 


once and tell them it is a false alarm | 


for it was tripped accidently. How- 
ever, the police always come to the 


bank. They say that calling them is | 
a waste of time and not the proper | 


assurance to them that everything 
is okay. They feel it is much better 


to come to the bank at any sign of | 


trouble than it is to take the chance 
that a bandit might have called 


them to tell them that it was a false | 


alarm. 


DIRECTORS may be held liable for 


losses due to their negligence in 


failing to require proper bond on | 


officers and employees of the bank. 
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As BANK ARCHITECTS & ENGINEERS 


Specializing in the design of bank buildings and equipment, we are prepared to furnish 
{ Reports on the feasibility of alterations or new buildings: 
analysis, preliminary plan sketches, and cost estimates. 
{ Drawings and specifications for construction. 
{ Supervision of construction; aid in selection of contractors. 
{ Designs for lighting, decorations, furniture and equipment. 
{ Consulting services on design and construction. 


Bankers are invited to correspond with us regarding any aspect of their building. 


TILGHMAN MOYER COMPANY 


ALLENTOWN, PENNSYLVANIA 
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The real measure of tools is 
their capacity for work . . their 
thorough performance under 
all field and weather condi- 
tions. Precision -engineered 
MM Modern Machines and 
Tractors are ‘“‘ work - hungry 
teammates” that get the job 
done right, quicker! Extra re- 
serve of power, lower operat- 
ing costs and heavy-duty con- 
struction give MM Visionlined 
Tractors extra punch. High- 
speed, Hi-Klearance MM 
Plows are better-scouring and 
longer-lasting. MM Disc Har- 
rows, MM Wheatland Disc 
Plows, World Champion MM 
Planters, and Moline-Monitor 
Drills couple your future to 
real profit-earning invest- 
ments! Maximum-strength 
MM plows for better penetra- 
tion and greater clearance... 
quality planters and drills in 
model choices to fit all soil 
conditions for more accurate, 
uniform planting of crops... 
hook them to rugged MM Vis- 
ionlined Tractors and watch 
your net profits increase! 


FOR BETTER WORK 
VISIONLINED TRACTORS 
for SAFETY and COMFORT 


MINNEAPOLIS-MOLINE POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, 


MINNESOTA 
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. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 

. Bandit Resisting Enclosures 


and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 

. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Checking Account Systems 
. Christmas Savings 

. Coin Bags 

. Coin Boxes 

. Coin Changers 

. Coin Counting Machines 





tically. 





. Coin Counting and Packaging 


Machines 


. Coin Envelopes 
. Coin Sorting and Counting 


Machines 


. Coin and Currency Trays 

. Coin Wrappers 

. Coupon Books 

. Currency Straps 

. Dating Machines and Stamps 
. Deposit Ticket Files 

. Desk Pen Sets 

. Duplicators 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Forms, One-Time Carbon 

. Forms, Continuous 

45. Inter-Office Communicating 


Systems 


. Interest Tables 

. Lamps ; 
. Lighting Systems, Fluorescent 
. Maps 

. Metered Mail Systems 

.. Money Orders 

. Name Plates and Desk Signs 
. Night Depositories 

. Night Depository Bags 

. Pass Books 





























THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Il. 


Please have buying information sent us on the items cireled above. 








56. 
57. 
= Personalized Checks 
. Personal Loan Collection 





Portable Mimeoscope 9 
Aids Mimeograph Technique 


By using the new portable Mime- 
oscope 9 of the A. B. Dick Co., Chi- 
cago 6, Ill., banks now employing 
mimeograph equipment to prepare 
manuscript, letters, reports, news 
interoffice 


releases and_ general 
communications can _ easily 
illustrations. 


An illuminated drawing board, 
Mimeoscope 9 permits the tracing 
of forms, line drawings and letter- 
ing on standard size mimeograph 
stencil sheets. 

The opaque-glass surface of the 
device affords an evenly diffused 
light with no glare and a low de- 
gree of glass warmth. Spring clamps 
hold the stencil sheet firmly in place 
on the glass so one can draw and 
letter with ease. A T-square can be 
fastened across the surface of the 
Mimeoscope 9 horizontally or ver- 


Lettering guides, styli for pro- 






Check What You Need And Mail This Form 





Past Due Notices 
Pay Roll Envelopes 


Personal Loan Advertising 


Envelopes 


. Personal Loan Systems 

. Photographic Bank Systems 
. Proof Machines 

. Rubber Stamps 

. Safes, Fire and Burglar-Proof 
. Safe Deposit Boxes 

. Safe Deposit Records 

. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

. Seals, Coin Ba 

. Seals, Corporation, Notary, etc. 
. Stamp Affixers 

. Storage Files 

. Time and Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 

. Vault Equipment 

. Visible Records 

. Window and Lobby Displays 





ducing various effects and screen 
plates are helpful accessories. Type- 
writing may be added to the same 
stencil and the whole rapidly re- 
produced in quantity on the Mimeo- 





graph duplicator. Included with 
Mimeoscope 9 are a flexible writing 
plate, a stylus and a ten foot elec- 
tric cord. 

Banks interested in testing the 
use of office-prepared employee 
news sheets should find the com- 
bination of Mimeograph and Mime- 
oscope 9 desirable, as illustrations 
can be combined with the text by 
the same technique and without 
requiring a skilled artist. 

In all copy work, attention-get- 
ting headlines, cartoons and other 
drawings, forms and color’ can be 
introduced to increase effectiveness 
of appeal. 


New Copyholder Saves 
Time, Effort For Busy Typists 


Development of a nimble third 
“hand” for busy typists which saves 












ge ee 

as much as 25% to 50% in typing 
time, and also reduces eye-strain 
and nervous fatigue, has been an- 





NEWS FACTS ,:., FINGER TIPS 


Now you can find any important current news 
item and those of the past 7 years in seconds. 
Facts on File digests weekly every important 
news item here and abroad. The cumulative cross 
index locates for instant reference, every name, 
date, event, figure, fact or quote. Used by Amer- 
ica’s leading authorities, industries, libraries, 
and institutions. 
SPECIAL TRIAL OFFER 

Send $1 now for one month's sample service and 
fully descriptive booklet. 


Facts on File—Dept. 45.3, 516 5 Ave., N.Y.18,N.Y. 
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nounced by Copy-RIGHT Mfg. Cor- 
poration, 53 Park Place, New York, 
N. Y., makers of labor-saving office 
devices. 

The new product is a precision 
engineered steel gadget that can 
easily be used with any typewriter. 
It holds a typist’s shorthand notes 
and all other copy work, including 
sheets up to 36 inches wide, in an 
easy-to-see eye-level position just 
above the typewriter carriage. 

A semi-automatic metal finger 
points out the exact reading place 
one line at a time, thus assuring 
greater accuracy. The finger mech- 
anism is controlled by a patented 
ball-bearing clutch arrangement. 

Called Copy-RIGHT Copyholder, 
the new device permits a typist to 
relax while working at top speed 
and is said to be a definite aid to 
good posture. 

Further detailed information can 
be secured by writing the manufac- 
turer for his free illustrated bul- 
letin No. B-100. 


Cummins Corp. Receives 
Brand Names Award 


Cummins’ Business Machines 
Corp., Chicago; has been added to 
the honor roll of business firms in 
the United States selected by the 
Brand Names Foundation to receive 
the “Certificate of Public Service’”’ 
for the 50 years its brand name 
“Cummins” has held public con- 
fidence. The coveted award was 
presented to Paul Jones, president 
of Cummins Business Machines 
Corp., at a dinner at the Chicago 
Club recently. 

Only brand names which have 
been in continuous use for 50 years 
or more qualify for the award, 
which was created by the Founda- 
tion to recognize the proven value 
of brand names in their service to 
consumers. The Cummins corpora- 
tion, founded in 1887, manufac- 
tures electric perforators, endors- 
ers, check signers and other busi- 
ness machines. Cummins Portable 
Tools, a subsidiary, manufactures 
a line of portable electric drills. 


Staff Changes At Todd Co. 


Appointments of M. G. Swarth- 
out as Cleveland zone sales man- 
ager and of Edward Klein to suc- 
ceed Mr. Swarthout as director of 
sales training have been announced 
by The Todd Co., Rochester, N. Y., 
manufacturer of fraud-preventing 
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CALL IN A SPECIALIST 


In almost every field the specialist is 
called in for consultation whenever a 
tough question poses itself. If the 
specialist has earned his rating he can 
make a real contribution, but if he is 
one of those self-appointed characters 
he just confuses the issue. 


Weare bank check specialists, having 
earned our rating over a period of 
thirty-two years, and in our field the 
need for consultation is becoming 
more apparent. Because we make 
nothing but bank checks, and because 
we have been so close to the checking 
system for so many years, we find our- 
selves more and more in consultation 
on complex questions which, until 
recently, would not have been raised 
at all. 


For years the production and distri- 


bution of bank checks presented no 
problem to either banks or printers. 
We would run a million checks, bind 
them up, pack them in cases and ship 
them to the bank. The bank in turn 
would unpack the checks, put them in 
the stockroom, and pass them out 
over the counter as customers needed 
them. Nothing to it! 


But now checks are imprinted for the 
individual and, instead of one order for 
a million checks, we have five thou- 
sand orders and consequently compli- 
cations can set in unless bank and 
check printer get together and work 
out a streamlined procedure. So, 
whether you have a thousand orders 

. or five thousand . . . or a hun- 
dred thousand . . . let's get together! 
Call in a specialist. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUI 





MODEL No. 7-5 





Experienced Field Warehouse 


SOLICITORS 
address 


CLEVELAND STORAGE CO. INC. 
Guardian Bldg. 


Cleveland 14, Ohio. 


CLAR-O-TYPE cleans 
typewriter type 
instantly. Economical. 
50¢. Non-inflammable. 
Order from your sta- 
tioner or typewriter 
dealer. 





Abbott Motor-Driven Coin Counting Ma- 
chine. A_ strictly heavy duty machine, 
rapid and durable, especially adapted for 
the use of Federal Reserve Banks, large 
commercial banks, Railway and Traction 
companies and others having large quan- 
tities of coins to handle. Has extra large 
revolving disc and extra large tray. Regu- 
larly furnished to lock automatically when 
20—25—40 or 50 coins have been counted, 
or will count coins indefinitely into a bag. 
Furnished to lock semi-automatically at 
any multiple of 100 coins. Can also be 
furnished to lock automatically on 100— 
500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins ond 
tokens at no extra cost. 

Other hand ond electric models available. 


ABBOTT COIN COUNTER COMPANY 
143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 
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STIGLITZ 3p ici avties 


| 117 West 33rd St., N. Y¥. 1, N.Y. 


Serving Banking Institutions Over 25 Years 
Wall, Metal and Pocket Calendars. Many other bank 
specialties @ Advise priced item and quantity of interest to 
you and we will send samples, 


SPECIAL ITEMS FOR ANNIVERSARIES| ANDY OPENINGS. 





BLOTTERS soe oe 
ADVERTISING 
Colorful, effective blotters especially designed to 
promote bank services . . . Automobile Loans, 


| Checking Accounts, Commercial Loans, Life Insur- 


ance, Insurance Loans, Mortgage Loans, Personal 


| and Installment Loans, Safe Deposit Boxes, Sav- 


ings and Thrift Accounts. Your own personalized 
message or our standard copy. 
Complete set of Samples on request. 
1463 Metcalf Ave. 


| BONDSON PRESS New York 60, N. Y. 
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WALLETS and 
ENVELOPES 


Safeguard 
Registered Deposit Receipts for 
Burroughs Commercial Teller’s 


Machines 


For Banks equipped with Burroughs 
Commercial Teller’s Machines, William 
Exline Inc. has available an extensive 








line of high quality wallets and en- | 
velopes for keeping registered deposit | 


receipts. Provide your customers 

with the best. We invite your inquiry 

for samples and further information. 
Manufacturers of 

e Savings Passbooks 


e Commercial Passbooks @ Deposit Slips 
@ Pocket Check Cases e Statement Sheets 
e Personalized Check Cases Bill Straps 


@ Passbook Envelopes e Coin Wrappers 
e Machine Posting Passbooks e Pen Ruled Forms 
© Deposit Receipt Envelopes and Wallets 


William 
JOXLINE ue. 


1273 Ontario Street, Cleveland 13, Ohio 












COUPON 
COMPANY 


the KNOW HOW 


Whatever your Pay- 
ment Coupon Book 
problem may be—get 

















a practical answer from 
Allison. 





With a background of 
59 years experience, 
Allison KNOWS HOW 
to design Coupon Books 
that tie in with your set 
up—are low-cost in use 
—and secure prompt 
collections. 


Somples of what we have done 
for others will be sent upon 
request. Write to head office 
Indianapolis 6, Indiana 


e Loan Passbooks | 








checks, payroll systems and Pro- 
tectograph check writers and sign- 
ers. Mr. Klein, had been assistant 
zone manager at Boston, Mass., 
since 1943. 


An Improved Letter Opener 


Improvement through simplifica- 
tion has resulted from changes made 
recently in the USPM Letter Open- 
er, manufactured by Commercial 
Centrols Corporation, Rochester 2, 
N. Y. The machine now has three 
moving parts. 

The body of the newly designed 
model is made of one piece alumi- 


num alloy casting, assuring dimen- 
sional stability, rigidity, quiet op- 
eration and long life, besides reduc- 
ing the weight to a mere 28 pounds. 

Electrically operated, the USPM 
Letter Opener is capable of open- 


| ing mail of varying thicknesses as 
| fast as an operator can feed it into 


the machine. Controlled movement 
of the feed belt toward the knives 


| holds envelopes firmly in position 


pearance and 


for thin, uniform trim. 
Early distribution of incoming 
mail and increased work production 


for all departments are made pos- | 


sible by use of the USPM Letter 
Opener. 


New Stapler Is Strong 
And Convenient 


A new Hotchkiss paper stapler 
which is very sturdy, of good ap- 


long life, is an- 


| nounced by the Hotchkiss Manu- 


facturing Co., Norwalk, Conn. It is 


known as the Hotchkiss Model 5L. 


Designed to give years of superior 
service, this practical stapler fea- 
tures a new loading device built 


right into the front of its well-con- | 


structed frame. 


A small latch at the rear of the | 


stapler controls release of the load- 
ing “drawer.” This “drawer,” 


or | 





STEEL: stRONG 
BANDING STRAPS 


RUBBER 
BANDS! 


Made of 50 Ib. 
Brown Kraft 


will not break or deteriorate with 
age like rubber bands. Band size 
—10 in. x % in. Ends gummed with 
pure tapioca dextrine. Made of 50 
Ib. brown Kraft, 1,000 to a box 
with lid. 





DEAL for packaging currency, 
deposit tickets, checks, etc. They 





FREE SAMPLES 
Write Today To Dept. A 
The C. L. DOWNEY Comnany 

HANNIBAL 


mMisSsouRt 


Worlds Largest Mira of Coin Wrenners 


SOLID BRONZE 
SIGNS AND NAME PLATES 


Distinctive *¢ Permanent 


Bank signs, desk plates, tellers’ signs, 
etc. Write for illustrated catalog to 
Dept. B. M. 


{ Mr.BARRETT J 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE 


SIGN CO., INC. 
New York 12, N. Y. 


Me 


570 Broadway 








A Complete Line of 
—MONEY WRAPPERS - 


STANDARD PAPER GOODS ‘cc’ 


WORCESTER 8, MASS. 





ONE-OPERATION 
Note Register Forms 
SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 
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slide, pulls out at the front of the 
stapler. 
Loading is equally convenient. 


Simply drop a strip of staples on 
the slide, push the slide back in 
place, and Model 5L is ready for 
action. 


Victor Adding Machines 
That Can Be Used Anywhere 


Manufacture of a compact, light- 
weight adding machine capable of 
being moved quickly and easily 
from job to job is one of the many 


Electric Model 6-58-54 


recent accomplishments of the Vic- 
tor Adding Machine Co., 145 E. 
Ohio St., Chicago 11, Ill. 

Available in either electric or 
manual models with direct sub- 


ig 


Electric Model 7-58-54 


traction, the new portable machine 
is housed in a sturdy, streamlined 
case of dark brown plastic. Use of 
this material has enabled the com- 
pany to greatly reduce the weight 
of its product without loss of 
strength. Both models may be had 
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equipped with either full or ten key | 


keyboards. 

Colored keys have been added to 
the new machines to cut down eye 
fatigue and aid in increasing effi- 


ciency. All items are visible. Total- | 


ling capacity of these handy models 
is 9,999,999.99. 


In addition to the full number | 


| 
| 





keyboard, special conveniently lo- | 


cated control keys handle total, 
subtotal, repeat, subtract and error. 


Lawrence Warehouse 
Company Carries Field 
Warehousing To The Orient | 


In a statement that will prove to | 
be of considerable interest to all 
bankers who contemplate financing | 
shipments of merchandise to or 
from the Philippine Islands, or the 


financing of American or other con- | 


cerns operating in the Islands, Mr. 


Louis A. Benoist, President of Law- | 


rence Warehouse Company, an- 
nounced the opening of a Manila 
office. 

Lawrence is the first such com- 
pany to expand field warehousing 
activities into a foreign field outside 
North America. While Lawrence is 
operating at the present time in 
Puerto Rico, an American posses- 


sion, this is the first time it has car- | 
its field activity outside of | 


ried 
strictly American territory, other 
than Canada. 


General merchandise and indus- | 
trial equipment will comprise the | 


first inventories warehoused under 
contracts already entered into. 


These inelude vegetable oils and | 


copra, hemp, mineral concentrates, 
lumber, tobacco, 
products for which the Islands are 
world famous, as well as mechanical 
equipment, which will be imported 
from the United States. 


rice and other | 


TIME IS MONEY... 


SAVE IT WITH 
CUMMINS 250 ELECTRIC ENDORSER 


You save all the time now spent stamping 
| checks if you use Cummins 250 with your 
| proof listing. 
| You save time with Cummins 250 endorsing 
| in a separate operation; checks are endorsed 
as fast as you feed them into machine. 
| You save time daily with Cummins 250 be- 
cause accuracy is automatic. The machine 
| mever misses . . . never skips. Eliminates 
| expense of “No endorsement” returns. 
@ SIMPLE AND EASY to operate. 
@ QUIET—Noise of stamping eliminated. 
@ WHEEL-TYPE DATE UNIT—No type 
to set. 
@ LUBRICATED FOR LIFE—Needs no 
special attention. 
The worthwhile facts concerning Cummins 


250 are yours for the asking. Write TODAY. 
} 





2 | CUMMINS BUSINESS MACHINE 
vce} Formerly CUMMINS PERFORATOR 
1887) 4742 Ravenswood Ave. Chicago 40, Ill 


SIGNS 


CHANGEABLE BULLETIN, 
DIRECTORY, MENU, & 
STATISTICAL BOARDS 


CORP 


Desk and Grille name plates. In 
and Out Registers. Changeable 
Signs for every purpose. Suitable 
for indoor or outdoor use. 


Send for literature 


ACME BULLETIN CORPORATION 
e Bank Signs Division 
37 E. 12th $t., New York 3, N. Y. 
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BANKERS COATS ARE BACK 


Available once more for those accustomed to that smartly 
tailored look for office wear... 
designed exclusively for bank wear. 
Now made in both Durable Indianhead and Two-Ply Van 
Shire Poplin . . 
Faultless tailoring . . 
. . . . selected pre-shrunk materials .. . 
front style . . 
maximum wear. Fits Well, Looks Well, Wears Well. 
Made of Tan, Grey and White Indianhead. Made of 
Tan, Grey and Black Poplin. 

Individually Pric@d..cccccccxcvsnecnnsnninsnsnnnnsee 


Write for Quantity Price and Samples of Materials. 


BETTER VALUE PRODUCTS 
96 Fifth Ave., New York 11, N. Y. 
MOUS LL OSS LU SLC SLU LL PLL SL LS SLL 
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. The Post-War coat 


. both launder beautifully. 


. . all points of strain reinforced 
. three button 
. insure neater appearance as well as 


oe $4.95 
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dank Notes ....- 





First Nat'l At St. Louvis—— 
Advances And Additions 


Veteran bankers Ray J. Miller, 
Leonard J. Schrewe and Harry L. 
Smith shared the promotion spot- 
light recently at the First National 
Bank in St. Louis. Mr. Miller who 
has served the bank for 35 years, 
was named vice president and per- 
sonnel director. Messrs. Schrewe 
and Smith, with backgrounds total- 
ing 22 and 24 years, respectively, 
were advanced to assistant vice 
presidencies. On January 30, the 
election of Carroll F. Burton as a 
vice president and territorial of- 
ficer was announced. He will rep- 
resent the bank in several southern 
states. Stuart H. Smith, vice presi- 
dent, who formerly had charge of 
this territory, is now a representa- 
tive of the bank in St. Louis. 


* 


Bank Of Montreal 
Names Gardner, President 


B! C. Gardner, M. C., executive 
vice president, the Bank of Mon- 
treal, has been elected president 
and chief executive officer, to suc- 
ceed the late George W. Spinney, 
C.M. G. 

Mr. Gardner, a native of Bristol, 
England, began his banking career 
in Canada with the former Bank of 
British North America, which 
merged with the Bank of Montreal 
in 1918. He held important positions 
in branches in various parts of 
Canada from British Columbia to 
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the Maritimes and was, for a 
period, manager for the bank in 
St. John’s, Newfoundland, prior to 
his transfer to the head office in 
Montreal, as superintendent of for- 
eign branches. In 1932, he came to 
New York as second agent and 
later took charge of this impor- 
tant office. In 1935, Mr. Gardner 
returned to Montreal as an assist- 
ant general manager and became 
general manager in 1942 and exec- 
utive vice president last December. 

Mr. Gardner is a past president 
of the Canadian Bankers’ Associa- 
tion, a member of,the executive 
committee of the Canadian Cham- 
ber of Commerce, a life governor 
of the Montreal General Hospital, 
and a member of the board of gov- 
ernors of Ridley College, St. Catha- 
rines, Ont. 

* 


G. E. Carter On Planning 
Council Of First |. P. R. I. 


Glenn E. Carter of Los Angeles, 
assistant vice president of the Bank 
of America and national vice presi- 
dent of the American Public Rela- 
tions Association, has been named 
to the planning council of the First 
International Public Relations In- 





During the recent midwinter con- 
ference of the Illinois Bankers’ 
Association at St. Louis, Mo., the 
Mercantile-Commerce Bank & 
Trust Co., of that city, entertained 
approximately 150 Illinois corre- 
spondents of the bank at lunch- 
eon. The group is pictured below 
in the employees’ dining room of 
the Mercantile Commerce. 


stitute which will be held on the 
campus of American University, 
Washington, D. C., May 24 through 
May 27. 

This first international conclave 
of public relations executives will 
be staged in conjunction with the 
annual convention of the American 
Public Relations Association. 


* 


Bank Honors Customer 


On the assumption that a 60- 
year customer is a satisfied one, the 
Chemical Bank & Trust Co., New 
York City, recently gave a dinner 
in New York for executives of the 
Mosler Safe Co., which has main- 
tained an account with the bank 
since 1887. 

N. Baxter Jackson, chairman of 
the bank’s board of directors, pre- 
sided. Other bank officials present 
included Harold Helm, president; 
Robert Scott, vice president, and 
Frank Houston, former chairman 
of the board. The Mosler Safe Co. 
was represented by Edwin H. Mos- 
ler, president; Edwin H. Mosler, Jr., 
treasurer and John Mosler, assist- 
ant secretary. The latter two officers 
are the fourth generation of that 
family to be in active control of the 
business, which was established in 
Cincinnati in 1858. The company 
opened a New York office 85 years 
ago and still maintains headquar- 
ters there. The Mosler Safe Co. fac- 
tories are located at Hamilton, O. 


* 


Commerce Trust Has 
New President 


At a recent election, Joseph C. 
Williams was made president of 
The Commerce Trust Company of 
Kansas City, Mo., by the directors 
and James M. Kemper was ad- 
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vanced to the position of chairman 
of the board. Mr, Kemper has been 
president for 22 years. Mr. Wil- 
liams has been vice president of 
the bank since 1925 and has been 
in charge of the correspondent bank 
division. He is, this year, president 
of the Missouri Bankers Associa- 


tion. 
* 


Eight Officers Promoted 
By Anglo California Bank 


Eight members of the staff of the 
Anglo California National Bank re- 
cently promoted to the office of 
assistant vice president were: Mon- 
roe A. Bloom, advertising manager; 
T. J. Carlile, manager of the insur- 
ance department; Douglas Duncan, 
foreign department; N. Clift Efford, 
cashier’s department; Harry Good- 
friend, public relations department: 
George W. Heuermann, credit de- 
partment; Alger J. Jacobs, invest- 
ment department; Don Scally, real 
estate loan department. 


* 


Cleveland Trust Names 
New Foreign Dept. Head 


Henry Fischer, assistant manager 
of The Cleveland Trust Co., foreign 
department, has been promoted to 
manager, succeeding Paul E. God- 
knecht. Mr. Fischer, a native Cleve- 
lander, joined the former Pearl 
Street Savings & Trust Co. in 1926. 
When that institution was merged 
with The Cleveland Trust Co. he 
became part of the larger organiza- 
tion, working first in its main of- 
fice audit department and then in 
the foreign department, where he 
eventually became assistant man- 
ager, 

* 


Ex-Premier Of British 
Columbia, Bank Director 


Hon. John Hart of Victoria, B. C., 
who retired recently as Premier of 
British Columbia after 15 years of 
service, has been elected a director 
of The Canadian Bank of Com- 
merce, Toronto. 


Mr. Hart has had a long and dis- 
tinguished career in financial and 
public life. He is president of Gil- 
lespie, Hart & Co., Ltd., Victoria, 
one of the oldest investment con- 
cerns in Canada, and was minister 
of Finance of British Columbia 
from 1917 to 1924 and again from 
1933 to 1947. 
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A LOT OF GROWING 10:00 


This is a big country and to furnish nation-wide 
telephone service, the Bell System has had to be 
big for a long time. But in the last few years it 
hasn’t been nearly big enough. 


Even though we’ve broken all records and 
added more than 6,000,000 new telephones in the 
past two years, there are still about a million 
orders for service that we haven’t been able to 
fill because of lack of equipment, switchboards, 
cable and buildings. Many more Long Distance 
circuits also are needed. 

It will take time and a lot of money to make 
the Bell System big enough for the nation’s needs 
but we’re on our way — in a big way —to giving 
you more and better service than ever before. 


BELL TELEPHONE SYSTEM 








Four Advance 
In Hibernia National 


Four members of the original 
staff of the Hibernia National Bank 
in New Orleans will have a very 
special reason for remembering this 
the bank’s tenth anniversary year. 
These officers, all of whom recently 
received promotions, were: James 
A. Stouse advanced from assistant 
vice president to vice president, 


George H. Dobelman and R. F. 
Schwaner from assistant cashiers 
to assistant vice presidents, and 
G. A. Knesel to assistant cashier. 


* 


Half Century of Service 


Clive T. Jaffray, of the First Na- 
tional Bank of Minneapolis, Minne- 
apolis, Minn., was honored by of- 
ficers and directors of the bank at 
a luncheon January 10, commemo- 
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rating his fiftieth anniversary on 
the First National’s board of direc- 
tors. Henry E. Atwood, First Na- 
tional president, presided at the 
affair at the Minikahda Club. Near- 
ly 100 of Mr. Jaffray’s associates at 
the bank were in attendance. The 
occasion also marked the fifty-third 
anniversary of Mr. Jaffray’s joining 
the bank as cashier in 1895. Three 
years later—January 11, 1898—he 
was elected a director, and in that 
capacity has served the bank and 
the community with distinction for 
a half century. 


* 


Chase National Elects 
A. J. Egger, Vice President 


Albert J. Egger, for the past 14 
years a vice president of the Chase 
National Bank, has been appointed 
vice president and cashier of the 
bank. 


Albert J. Egger 
Chase National 
New York City 





Mr. Egger, senior personnel officer 
of the bank, has been a member of 
the staff for 38 years. He joined the 
Equitable Trust Co. as a junior 
clerk in 1910, was appointed an 
assistant secretary in 1924 and be- 
came Equitable’s first personnel of- 
ficer. He was elected an assistant 
vice president in 1930 and a vice 





Walter Kasten, president of the First Wis- 
consin National Bank, Milwaukee, is cele- 
brating his golden jubilee in the banking 


business this year. Bankers from many 
Wisconsin cities greeted him at a dinner 
tendered in his honor at the Milwaukee Club 
early this year. Among the officers and 
directors of the First Wisconsin who attended 
the affair were Walter Geist, president of 
Allis-Chalmers Mfg. Co., center above, and 
Harold Seaman, right, directors; Mr. Kasten 
is shown at the left. 
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president of Chase in 1934. He is 
chairman of the bank’s personnel 
committee and of the advisory com- 
mittee of the Chase Bank Club. 
William H. Moorhead, formerly 
cashier, continues as a vice presi- 
dent of the bank. 
© 


City National, Houston, 


Names New Vice Presidents 


Election of a new vice president 
and promotion of two other officers 


Calendar 


from assistant vice presidents to 
vice presidents recently highlighted 
board action at the City National 
Bank, Houston, Tex. 

Frank C. Guthrie, the new exec- 
utive, is also a vice president of the 
Harrisburg National Bank and will 
retain this latter post. With the 
exception of two years spent as an 
assistant national bank examiner, 
Mr. Guthrie served the greater part 
of his prominent banking career 


Of Events 





American Bankers Association 


March 15-16 Eastern Regional Savings and 
Mortgage Conference, Hotel Pennsylvania, 
N. Y. ; 

April 18-20 Spring Meeting, Executive Council, 
French Lick, Ind. 

June 7-11 American Institute of Banking, 

Annual Convention, Buffalo, N. Y. 

26-29 American Bankers Association, 
Annual Convention, Detroit, Mich. 


Sept. 


State Associations 


March 25 Ohio, Consumer 
ence, Columbus. 

April 5-7. Florida, Vinoy Park Hotel, St. Peters- 
burg. 

May 3-5 

May 6-7 
ham. 

May 6-7 Massachusetts, New Ocean House, 
Swampscott. 

May 6-8 New Mexico, Nickson Hotel, Roswell. 

May 6-7. Oklahoma, Skirvin Hotel, Oklahoma 
City. 

May 10-11 South Carolina, Ocean Forest Ho- 
tel, Myrtle Beach. 

May 11-12 Mississippi, 


Credit Confer- 


Missouri, Jefferson Hotel, St. Louis. 
Alabama, Hotel Tutwiler, Birming- 


Buena Vista Hotel, 


Biloxi. 

May 12-13 Indiana Bankers Association, An- 
nual Convention, Claypool Hotel, Indian- 
apolis. 

May 13 Delaware, Wilmington Country Club, 
Wilmington. 

May 13-15 New Jersey, Hotel Traymore, At- 
lantic City. 

May 17-19 California, Hotel del Coronado, 
Coronado. 

May 17-18 North Carolina, The Carolina, 
Pinehurst. 

May 19-21 Pennsylvania, Hotel Traymore, 
Atlantic, N. J. 

May 24-26 Arkansas, Arlington Hotel, Hot 
Springs. 

May 24-26 Texas, The Gunter Hotel, San An- 
tonio. 


May 26-27 Ohio, Neil House, Columbus. 

May 29-31 Arkansas, Annual Educational 
Conference, Junior Bankers Section, The 
Arlington Hotel, Hot Springs. 

June 2-6 District of Columbia, The Green- 
brier Hotel, White Sulphur Springs, W. Va. 


June 2-4 Illinois, Edgewater Beach Hotel, 
Chicago. 

June 2-4 Missouri, University of Missouri, 
Columbia. 

June 4-5 New Hampshire, Hotel Wentworth, 
Portsmouth. 

June 7-8 Idaho, Challenger Inn, Sun Valley. 

June 10-11 Colorado, Hotel Colorado, Glen- 
wood Springs. 

June 10-11 Washington, Empress Hotel, Van- 


couver, B. C. 





June 11-12 North Dakota, Twin Cities. 

June 11-12 South Dakota, Twin Cities. 

June 12 Rhode Island, Director’s Room, In- 
dustrial Trust Co., Providence. 

June 12-15 New York, Annual Convention, 
Mount Washington Hotel, Bretton Woods, 


N. H. 

June 14-15 Oregon, Hotel Baker, Baker. 

June 16-17 Minnesota, Annual Convention, 
Nicollet Hotel, Minneapolis. 

June 18-19 Vermont, Equinox House, Man- 
chester. 

June 21-23 Wisconsin, Annual Convention, 


Schroeder Hotel, Milwaukee. 
June 24-26 Michigan, Grand Hotel, Mackinac 
Island. 


June 25-27 Maine, Poland Springs House, 
Poland Springs. 
Aug. 5-7 West Virginia, Greenbrier Hotel, 


White Sulphur Springs. 

Oct. 3-4 Vermont, Fall Meeting, Wanmeck 
Hotel, Jefferson. 

Qct. 25-27 lowa, Annual Convention, Hotel 
Fort Des Moines, Des Moines. 


Other Organizations 


April 21-24 National Assn. of Bank Auditors 
and Comptrollers, Eastern Regional Con- 
ference, William Penn Hotel, Pittsburgh, 
Pa. 

May 5-8 N. A. B. A. C. Mid-Continent Re- 
gional Conference, Baker Hotel, Dallas, 


Tex. 
May 9-12 Assn. of Reserve City Bankers, An- 
nual Convention, Hotel Del Coronado, 


Coronado Beach, Calif. 

May 12-14 N. A. B. A. C., Regional Confer- 
ence, Biltmore Hotel, Los Angeles, Calif. 

May 13-15 American Industrial Bankers Assn., 
Edgewater Beach Hotel, Chicago, Ill. 

May 23-28 National Savings and Loan 
League, Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

May 24-26 National Association of Mutual 
Savings Banks, Hotel Traymore, Atlantic 
City, N. J. 

May 29-31 Central-Western section of Con- 
sumer Bankers Association, Spring Meet- 
ing, Congress Hotel, Chicago. 

Oct. 10-13 N.A.B.A.C., Hotel Ansley, Atlanta, 
Ga. 

Nov. 29-Dec. 2. Financial Public Relations As- 
sociation, Annual Convention, Hollywood 
Beach Hotel, Hollywood, Fla. 


Schools Of Banking 


June 19-July 3 Graduate School of Banking, 
Rutgers University, New Brunswick, N. J. 

Aug. 2-13 Pacific Coast School of Banking, 
University of Washington, Seattle, Wash. 

Aug. 22-Sept. 4 School of Banking at the 
University of Wisconsin, Madison. 
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Because the Rand M‘Nally Bankers Directory 
is, to quote a typical subscriber, “one of the most 
essential books we have...indispensable to the profit- 
able operation of a bank,” it is a regular “fixture” in 
the office of practically every bank executive in the 
country. 

Advertising in the Directory, whether display or 
listing, is seen because the Directory is used. 


White Jor Blue Book” aduertising rates 


Rand M¢Nally BANKERS DIRECTORY 


Rand M¢Nally Building 
536 S. Clark Street, CHICAGO 5 
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with the First National Bank in 
Houston. 

Other officers awarded title 
changes were: N. C. Menasco pop- 
ular Southwestern banker who was 
named vice president and cashier; 
David Mahood advanced to vice 
president and trust officer, and 
Harry Leyendecker, long prominent 
in Houston oil circles, who now be- 
comes an assistant vice president 
in the new business department of 
the bank, 

* 


Robert S. Beasley Heads 
Beverly Hills National 


Robert S. Beasley, prominent 
West Coast banker and former 
president of the Independent Bank- 
ers Association of 
the Twelfth Fed- 
eral Reserve Dis- 
trict, recently 
was elected pres- 
ident of the Bev- 
erly Hills Na- 
tional Bank and 
Trust Co. 

He succeeds his 
father, O. N. 
Beasley, veteran 
Beverly Hills 
banker who was elected to chair- 
man of the board. 

The new president joined the staff 
of the bank in 1928 on completion 
of a graduate course at Harvard 
Business School. He was advanced 
to a vice presidency in 1932 and is 
currently a member of the execu- 
tive council of the California Bank- 
ers Association. 





Robert S. Beasley 


* 


A. |. B. Membership 
At All-Time High 


Membership in the American In- 
stitute of Banking, has reached an 
all-time high, it was announced at 
the midwinter meeting of the Exec- 
utive Council of the Institute, Jan- 
uary 30. Garnett A. Carter, presi- 
dent of the Institute and vice presi- 
dent of Fulton National Bank, At- 
lanta, Georgia, who presided over 
the sessions, stated that on January 
1 of this year membership totaled 
80,695, as compared with 72,566 on 
January 1 a year ago. Enrollments 
in Institute courses of study, Mr. 
Carter said, number 35,342 for the 
first semester, as against 30,469 a 
year ago. In the year 1947, the num- 
ber of chapters increased from 215 
to 239, and the number of study 
groups from 102 to 139. Bank em- 
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ployees enrolled in correspondence 
courses increased from 1,111 to 
1,663. The annual convention of 
A. I. B. will be held at Buffalo, N. 
Y., June 7 to 11. 


* 


N. Y. Financial Advertisers 
Elect New Officers 


Earl S. MacNeill, trust officer of 
the Continental Bank & Trust Co., 
New York, recently was elected 
president of the New York Finan- 
cial Advertisers. 
He succeeds P. 
Raymond Haul- 
enbeek, executive 
vice president of 
North River Sav- 
ings Bank. Dan- 
jel F. O’Meara, 
vice president of 
Public National 
Bank & Trust Co., 
and Louis W. 
Munro, of Dore- 
mus & Co., were elected first and 
second vice presidents respectively. 

Mrs. Isabelle B. Murray, of the 
Hudson Advertising Co., was named 
secretary of the group, and Robert 
J. Stiehl, of the American Bankers 
Association, was re-elected treas- 
urer. 

Elected to the board of directors 
were: John C. Boehm, of Manufac- 
turers Trust Co.; C. William Borch- 
ers, North Side Savings Bank; Em- 
mett Corrigan, Albert Frank-Guen- 
ther Law, Inc.; John F, Donlon, of 
Edwin Bird Wilson, Inc.; P. Raymond 
Haulenbeek, North River Savings 
Bank; Louis S. Lebenthal, of Leben- 
thal & Co.; Harold Marshall, Bank- 
ers Trust Co.; Clinton L. Miller, 





Earl S. MacNeill 


New Directors 





American Security & Trust Co., Washington, 
D. C.: Warren Lee Pierson, chairman of the 
board of Trans World Airline, Inc. 


City National Bank & Trust Co., Kansas City, 
Mo.: Harry Moreland, president of Great 
Lakes Pipe Line Co., and Kearney Wornall, 
vice president of the bank. 


First National Bank, Atlanta, Ga.: Jackson F. 
Moore, vice president of Sears, Roebuck & 
Co., and Theodore M. Forbes, executive vice 
president of the Cotton Manufacturers As- 
sociation of Georgia. 


First National Bank of Fort Worth, Texas: E. G. 
Parker, vice president. 


Hamilton National Bank, Chattanooga, Tenn.: 
Howard P. Preston, president of the Hamil- 
ton National Bank of Knoxville. 


Hibernia National Bank, New Orleans, La.: 
Charles B. Sherrouse, director of the Louisi- 








Dime Savings Bank of Brooklyn; 
Dudley L. Parsons, of Dudley L, 
Parsons & Co.; Jason W. Stock. 
bridge, National Association of Mu. 
tual Savings Banks; Miss Mabel F. 
Thompson, Union Dime Savings 
Bank, and James M. Tonsmeire, Iry. 
ing Trust Co. 











* 






Stanley D. Hart Promoted 
In Douglas-Guardian Corp, 


Stanley D. Hart, vice president 
of Douglas-Guardian Warehouse 
Corp., took over his new position 
as special assistant to the president 
of the company, Jay Weil, at the 
‘corporation’s main office in New 
Orleans last month. Previous to 
this appointment Mr. Hart was in 
charge of the company’s northeast- 
ern territory, with headquarters in 
New York. Mr. Hart joined the 
company in 1938. 































Stanley D. Hart 


T. C. Brandeis, Jr. 
Douglas-Guardian 


Douglas-Guardian 






T. C. Brandeis, Jr., assistant sec- 
retary-treasurer of the corporation, 
will head the New York office, in 
charge of the northeastern terri- 
tory. Douglas-Guardian Warehouse 
Corp.—engaged in nation-wide field | 
warehousing—has offices in twen- 
ty principal cities from coast to 
coast. 













ana Light & Power Co., and of the General 
American Oil Company. 

Liberty National Bank of Washington, D. C.: 
James Scott Appleby, vice president of the 
Ayre & Taylor Co. 

Manufacturers National Bank of Detroit: Wil- 
liam A. Mayberry, executive vice president. 

Mercantile-Commerce National Bank in St. 
Louis: Thomas W. Pettus, president of the 
National Bearing Division, American Brake 
Shoe Co. 

National Bank of Tulsa, Okla.: Dale R. Snow, 
vice president and general manager, Barns- 
dall Oil Co.; F. M. Sowle, and Falkner C. 
Broach, vice presidents of the bank. 

Provident Trust Co. of Philadelphia: Carl W. 
Fenninger, vice president. 

State-Planters Bank & Trust Co., Richmond, 
Va.: Henry Taylor, vice president of Clai- 
borne & Taylor, Inc. 
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T. M. Stanton* was having a nightmare. For months 
he’d been preoccupied with the production problems 
of Empire Gadgets, Inc. So preoccupied, he’d even 
half-admitted to himself that he was devoting far 
less thought to national problems than a leading citi- 
zen should. But the urgency of his immediate inter- 
ests kept shoving these concerns into his subconscious 
mind. Now they were torturing his sleep. 

“T. M., old boy,” one spectre was saying, “how 
would you like a nice black depression to come along 
and swallow up your whole company?” And a green- 
eyed ogre leered, “While you’re neglecting your 
free-enterprise system, we’re moving in with another 
system !” 

Stanton’s body lurched. “No!” he thundered. 
Awakened, he scratched his head, murmuring, “‘Gad, 
what a dream! H-m-m—wonder what sort of contri- 
bution I ought to be making...” 


Here’s Something, Mr. President, 
You Ought to Do Right Away! 


Check up on the status of the Payroll Savings Plan 
in your company. By making U. S. Savings Bonds 
easily available to your employees “on the install- 
ment plan,” it benefits not only the employees but 
your business and the nation as well! Here’s how: 

(1) The Payroll Savings Plan builds financial se- 
curity for each participant. The Bonds pay $4 at 
maturity for every $3 invested. 


*This one is fictitious—but it might be any corporation president. 


WHO ALMOST SLEPT TOO LONG 


(2) The experience of 19,000 companies operating 
the Payroll Savings Plan shows that it makes em- 
ployees more contented in their jobs—cuts down 
absenteeism—even reduces accidents! 

(3) The Plan helps to spread the national debt 
and thus helps secure your business future. How this 
works is clearly and briefly described in the free 
brochure shown below. 


Why Executive Backing Is Vital 


Employees still want the benefits of the Payroll 
Savings Plan. In fact, they need the P. S. P., because 
banks don’t sell Bonds on a partial-payment plan— 
which is the way most workers prefer to buy them. 
But war-time emotional appeals are gone. Human 
nature being what it is, the success of the Plan in 
your company is liable to dwindle unless a respon- 
sible executive keeps promoting tt. 

So—today—check up on the status of the Payroll 
Savings Plan in your company. Act on your respon- 
sibility to see that it is vigorously maintained. 

The State Director will gladly help. 


Be sure to read this! “The National Debt and 
You,” a 12-page brochure, brings you the views 
of W. Randolph Burgess, Vice Chairman of the 
Board of The National City Bank of New York 
—and of Clarence Francis, Chairman of the 
Board, General Foods Corporation. Request your 
copy from the Treasury Department’s State Di- 
rector, Savings Bonds Division. 








The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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Peoples First National 
Elects Vice Presidents 
Representatives, both past and 


present, of the correspondent bank 
division of the Peoples First Na- 





Ralph L. Thomas 


C. W. Thompson 


tional Bank & Trust Co., Pittsburgh, 
headed the recent list of important 
promotions at the bank. 

Three men in all, Charles W. 
Thompson, Ralph L. Thomas and 
Raymond S. Ligo received title 
changes as a result of the board’s 
action. 

Mr. Thompson, former corre- 
spondent bank division head and 
now supervisor of all branch banks 
in the system and Mr. Thomas, at 
present division head, were ad- 
vanced to vice presidencies. Mr. 
Ligo was named assistant cashier. 

Both Mr. Thompson and Mr. 
Thomas are veteran Peoples First 
officers, having served with the 
institution since 1916 and 1926 re- 
spectively. 

* 


Advancements At 
National City, Cleveland 


The board of directors of The 
National City Bank of Cleveland 
elected Lester H. Gordon an assist- 
ant cashier, and William H. Wald, 
assistant manager of the Lorain 
Avenue office of the bank. 

A large part of the banking 
career of Mr. Gordon has been in 
the auditing department. He joined 
the staff of The National City Bank 
in 1933. Early last year, he was 
given new duties in the correspond- 
ent bank division. 

Mr. Wald has served in several 
departments of the bank. He has 
been in the banking business for 23 
years, starting as a messenger. 


* 


Title Changes Announced 
By Am. Security & Trust 


Recent elections at the American 
Security & Trust Co., Washington, 
D. C., brought title changes to the 
following officers: Percy C. Brady, 
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John R. Neale and James F. Willett 
named assistant vice presidents; 
Ralph H. Mittendorff, Paul J. Bis- 
sett and William P, Keith made 
assistant treasurers; Linnaeus T. 
Savage elected an assistant secre- 
tary, and James E. Connor and 
Joseph Whyte advanced to assistant 
trust officers. 
* 


Henry H. Sanger, Chairman 
Mfg. National, Retires 


Retirement of Henry H. Sanger 


‘as chairman of the board and pre- 


motions of William A. Mayberry 
from vice president to executive 
vice president and George R. Tait 
from vice president to senior vice 
president have been announced by 
Manufacturers National Bank of 
Detroit. 

Mr. Sanger, dean of Detroit Bank- 
ers, has had an active banking 
career of 56 years, during which 
time his experience ranged from 
messenger to president and chair- 
man. He will remain on the board 
and will continue to be semi-active 
as chairman of the executive com- 
mittee. 

* 


Title Changes In The Citizens 
And Southern Staff 


Numerous major promotions, ad- 
vancements and changes in titles of 
officers characterized the recent 
directors’ meeting of the Citizens & 
Southern National Bank in Atlanta, 
Georgia. 

To define more clearly executive 
direction in each city where the 
bank operates, the senior vice pres- 
ident in each office was given the 
title of executive vice president. 
The vice presidents thus designated 
are as follows: Henry M. Garwes, 
Savannah; James Sartor, Augusta; 
T. I. Denmark, Macon; A. Fleming 
Winn, Valdosta; and Robert V. Wat- 
tersén, Athens. In Atlanta, L. L. 
Gellerstedt already carried the title 
as executive vice president. 


CALIFORNIA TRUST CO.’s total 1947 
volume of new wills and trust busi- 
ness was 70 per cent above the 1946 
figure and reached an all-time high, 
according to Frank H. Schmidt, 
executive vice president. Over $62,- 
300,000 in new business was ob- 
tained, compared with $36,484,000 
in 1946, indicating an increasing in- 
terest by the public in wills and 
corporate trust services. 
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La Monte Safety Paper has long served a dual pur- 
pose. It is a constant reminder to forgers of the folly of 
attempting to alter any check written on this product 
And it is a dependable guide to bankers and business 
men who recognize the advantages of using a check 
paper which is the acknowledged leader in its field 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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